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FADS Lifuence HKOOTWEAR 


Freakishness Often Leads to Fashion 


HEN the burlesque stage stepped from behind 
the footlights right on to Main Street, the 
shock was great. The fancy of fashion, but 

freedom of the knees, developed into fashion—good 
taste notwithstanding. 

Any merchant who went into a Rip Van Winkle 
trance ten years ago and awoke “in this year of 
grace,” would not believe his eyes. Fashion has 
changed the habits of womankind so rapidly in a short 
span of years that there is no telling what might be 
done in the future. The stockingless stage was a 
shock of a few seasons ago. The stockingless street 
is something that may be just ahead. Call it fad or 
a fancy as you will, but beware of fashion taking it 
up seriously. 

It may turn out to be only a false alarm, or it may be 
a fashion fact. The shoe trade has approved of sun- 
burn hues in leathers to “click” in the harmony with 
sunburn legs. 

The stocking trade itself is divided between a desire 
to revive hosiery in color, even in the darker hues, to 
save the present high volume of business, or may de- 
velop an ambition to sell short socks to fit in with the 
fad. The paint and powder trade see a new opportu- 
nity to offer cosmetics for bare legs. They can now 
produce a sun-burn effect in an instant, regardless of 
whether the sun is shining or not. 

Offsetting the forecast of the stockingless fad is the 
rising power of sport 


may show more substantial substance, including calf, 
elks, reptile grains and possibly suedes for variety. 
The shoes will be more like nature requires for active 
out of door. 

In strap effects, look for more buckle fastened sport 
types. The novelty straps are more in number than 
ever before, because the strap has been taught to inter- 
twine with the quarter in design. Fancy fastenings 
are being tried. 


NUMBER of tricky and attractive little patented 

buckles are appearing. These fastenings compete 
with the familiar and most useful button, which is the 
time-tested favorite. New buckles of the novelty sort 
have entered into this competition of fastenings. Some 
gore controls will appear. 

Beige shades are favored, according to several tan- 
ners, as well as shoemakers. The lighter tones, like 
sand and sun-burn hues, are preferred. Fine browns 
are staples. White always comes with the summer. 
Patents are due for a return engagement this Spring. 
Pinks, yellows, lavenders and even purples are in the 
fine style lines. Bright reds are few, but conspicuous. 
Sky blue, with a frosty finish, is new, and there are 
delicate hues of blues and greens. 

Reptiles continue in fashion, with more genuine rep- 
tiles in the shoe factories than ever. Besides, there 
are the real lizards for dressy shoes, and the real alli- 

gators for sport shoes, 
with new shark leathers 











styles for women. The 
feminine softness and 
sweetness of dress today 
may make an about-face 
and rush into fashion ex- 
pression of vigor, strength 
and activity. If so, sport 
types of shoes will be de- 
veloped. Sport models 


will lead to heavy soles 
in welts, lower heels and 
lines. 


wider Leather 





N the pattern trend, wide open spaces in shoes will 

appear. These will be American built, following 
the woven sandal demand of former seasons. Straps, 
ties and oxfords, cut and slashed, perforated and 
punched, will then have an opening. Wide open spaces 
in shoes will mean a new season of open shanks, 
whether stockings are worn or not. Perhaps we are 
coming into a pattern period that calls for as little 
leather area as possible, and as much style as possible. 
The leather consumed will be as much, but there will 
be more wasted. 


and the photographed 
and embossed reproduc- 
tions of the same; also 
the new leathers that are 
promised by merchants 
whose scouts are seeking 
the pelts of strange crea- 
tures, and the cubists, the 
futuristic use developing 
fads and fancies in foot- 
wear. 
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A Show which Helps 
to Sell 


Most Pageants Help the Buyer But Here’s One in Which 
the Grouping of Costumes Will Give Valuable 
Sales Help—Better Go to Chicago 


HE occasion for which shoes are 

/ to be worn rather than the proc- 

esses of manufacture will deter- 
mine the groupings at the forthcoming 
style show to be held during the Janu- 
ary convention of the National Shoe 
Retailers’ Association in the Crystal 
Ballroom of the Hotel Stevens, Chicago. 

Chairman Fred E. Foster and his as- 
sociates of the Style Revue Committee 
believe that the event or occasion for 
which shoes are bought by the purchas- 
ing public is the point which retail 
merchants are most frequently calied 
to decide upon by their customers. 
This phase of the style revue, there- 
fore, has been brought into harmony 
with the common practice and actual 
experience of the merchant. 

And now we are ready to forecast 
what this show will look like. 

What a setting! This Crystal Room 
of the Stevens, with its marvelous 
chandeliers, drapes and tapestries is 
worthy of a coronation. This year no 
display booths interfere with its ornate 
lines. At the east of the great wall is 
the proscenium and drop designed last 
year for the memorable style show planned and exe- 
cuted by Julius Goldberg. 

The audience gathers, the orchestra plays, a spot- 
light glares and focusses its rays as the folds of the 
great drop curtain are withdrawn from both sides and 
we are suddenly transported “back stage” with all its 
charm and allurements—greenroom, call boys, dressing 
room, matron of the robes and glorified girls—aplenty. 

To participate in the performance “out front” they 
come to the theater in furs and street dress. One 
after another they remove the items of street attire 
and proceed to make up with grease paint and cosmetics. 

From a frank contemplation of feminine pulchritude 
we are called back to the realization that this is an 
occasion where shoes are the dominant feature by the 
careful fitting of each model’s shoes and then we realize 
how successfully the shoe may be the key-item of a suc- 
cessful costume. 

And then down the runway they come and tlie critical 
eye of the shoebuyer engages in contrasts and compari- 
sons in the groupings under such classifications, as— 


Sportswear. 





Fred E. Foster, chair- 
man of the committee 
which is responsible for 
the show, has planned 
an unusual presentation 
of footwear and gowns 
—daring, original and 
helpful 


Street shoes. 

Afternoon affairs. 

Semi-formal. 

Evening shoes. 

The first half of the evening’s show- 
ing is over and the great gathering of 
shoe folks lends itself to the enjoyment 
of an entr’act before the presentation 
of the second half of the evening’s 
show. 

And now, as the folds of the massive 
curtain parts, here is the “big set” out 
front, to use theatrical parlance. Here, 
in fine colorings, is a grand staircase 
supplying a splendid opportunity for 
each model to effect a conspicuous en- 
trance and for each onlooker carefully 
to study the details of each shoe pre- 
sented for their inspection. 

“Another clever, if daring, style 
show,” we remark as we leave the great 
Crystal Room of Hotel Stevens, regret- 
ting that the revue will be staged only 
two evenings during convention week. 

The foregoing gives some slight idea 
of the work now under way under the 
direction of Messrs. Foster, O’Connor, 
Goldberg, Stifel, Siegel, and Massel and 
in the immediate charge of Edward Beck, who with his 
wife, has selected the models and chosen the costumes 
and directed the drills which have made celebrated the 
style shows of the N. S. R. A. for the last nine years. 


T the national headquarters in Chicago’s Blum 
building, special temporary quarters have been 
engaged for the work now well under way by Mr. and 
Mrs. Beck, and here the endless and dainty details of the 
presentation are being planned and prepared for the 
January convention. To a RECORDER representative 
last week, Mr. Beck said: “With the recognition of imr 
proved methods which comes with the annual presen- 
tation of this spectacle we are striving this year to 
accomplish two things more effectively: first, to enable 
the retail merchant to function as the purchasing agent 
for his community; and, secondly, to give each manu- 
facturer represented on the runway an even break in 
the advantage of his selling. 
“The object of. the shoe buyer attending this show 
is to obtain the type of shoe and grade of merchandise 
which most closely conforms to the requirements of his 
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section of the country. The character of merchandise 
which rings the bell in Texas, for example, would be in 
pronounced contrast with patterns, heels and other 
details of the shoe most favored by northern or eastern 
localities. 

“And so, bearing in mind these sectional market 
differences, it behooves the manufacturer also to bear 
in mind the need for reasonably conservative patterns, 
which will really illustrate a trend through indicating 
a shoe style apt to endure a reasonable period and thus 
minimize the retail risk by restricting the number of 
shoes ultimately to find their way to the bargain table. 

“The best value in a shoe to be shown on the run- 
way should be a shoe which will score because it has 
‘life’ and which will render some service to the wearer.” 

President A. H. Geuting and the N. S. R. A. directors 
are bringing to the convention this year an array of 
unusual speakers and authorities on merchandising, 
all of whom are certain to prove most interesting to 
visitors at the show. Among the number is Frederick 
M. Snyder, regarded as one of the most brilliant 
speakers along varied lines in the entire country, and 
nationally known writer and speaker on general busi- 
ness and economic affairs of the day. 


R. SNYDER served as special commissioner at 
the Press Congress of the World at the Ge- 
neva Peace Conference, and later journeyed to Ger- 
many, where he 
served as unofficial 
observer on the 
Dawes’ Reparation 
Plan for a group of 
America’s foremost 
bankers and indus- 
trial engineers. A 
writer of consider- 
able note, who in his 
early years served 
as a retail shoe sales- 
man, Mr. Snyder 
has a true concep- 
tion of the retail 
selling field, and his 
inspirational talk 
promises to be one 
of the high lights of 
the coming N. S. 
R. A. convention. 
Many novel fea- 
tures along educa- 
tional lines, which 
promise to be of real 
value to the visiting 
merchants and buy- 
ers, will be pre- 
sented during the 
merchandising ses- 
sions to be held 
during the show on 
Tuesday, Wednesday 
and Thursday, at 
which Ernest A. 
Burrill will preside. 
Mr. Burrill, who is 
chairman of the 


Plan and Scope 
Committee of the 
N. §S..R. A. four 
years Men’s Adver- 








One of the many cosy places to lounge in The Stevens, the world’s 


make it an ideal spot for informal business conferences 
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tising Campaign promises to spring one of the surprises 
of the convention in connection with his elaborate edu- 
cational program to be presented. 

Reuben Metz, general chairman of the Convention 
Committee, acting for President Geuting, in a state- 
ment issued yesterday, declares that the enthusiasm he 
has received from many shoe manufacturers in his work 
on the coming show, in connection with James H. Stone, 
manager, is a practical endorsement of President 
Geuting’s prediction that the 1929 gathering will be 
the most colorful in the history of the association. 


merchants and buyers as far west as Oregon, 
hile the customary throng will be expected from other 
sections of the East, South and Middle West. 

In connection with the general display in the ex- 
hibition hall the plans of President Geuting to present 
a new type of exhibit are bearing fruit, with the result 
that the committee in charge of the coming gathering, 
which is to be the 18th annual convention of the as- 
sociation, will present a different type of general ex- 
hibit, inasmuch as many novel features have been 
created that will not only serve as an attraction to the 
convention, but are of sufficient interest to hold the 
visiting buyer’s or merchant’s attention. 

In this connection many new and novel displays of 
leather, accessories, etc., will appear, together with a 
representative  dis- 
play of all manufac- 
turers who are co- 
operating with the 
committee. 


A Merchants an have already been received from 
w 


AILY reports 
from the East, 
Middle West and 
other sections of the 
country, including 
St. Louis, clearly 
indicate that the 
manufacturers are 
more than likely to 
exceed in number 
the exhibitors of 
previous conventions 
of the N. S. R. A. 
New England, 
Brooklyn, Cincin- 
nati and St. Louis 
manufacturers in 
large numbers have 
already expressed 
their desire to ex- 
hibit, while others 
in the smaller man- 
ufacturing centers 
of the country have 
also enrolled for 
the coming show. 
Altogether the 
convention promises 
to set a new high 
record for attend- 
ance and participa- 
tion not only among 





largest hotel, in which the Chicago convention of the N.S. R.A. the retailers but 
will be held in January. Comfortable chairs, in intimate groups, among manufactur- 
ers as well. 
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Boudoir P leces 7 the Window 


A Charming Trim—Easy to Adapt 


FTER studying this window installed by the 

display manager of Stern’s, Forty-second 

Street, New York City, it is obvious that the 
next best thing to having lots of money to spend on 
trims is to have a wife with a nice taste in boudoir 
furniture. Or a neighboring shop from which you can 
borrow the necessary toilet table, chest of drawers, and 
taboret or what not. 

With the trend of metropolitan window trims toward 
extreme simplicity and away from the elaborately or- 
nate, the smaller retail merchant comes into his own, 
as there is little which the big store can do which the 
small store cannot adapt easily—and at low cost. 

It’s all a question of proportion. Too many pieces of 
furniture would overcrowd a small window. Even a 
few of the wrong type would do the same, as the small 
window requires light-appearing furniture, built on 
simple lines and with a decided minimum of curly-cued 
legs and heavy drawer pulls. 

Generally speaking, walnut furniture will give the 
best color effect, harmonizing, as it does, with a wide 
range of shoe colors. Maple, also, is good. Mahogany, 
except in the smaller pieces of furniture, is apt to be 
too dark. We refer here, of course, to the use of furni- 
ture of this type in smaller windows. 

Open space is what counts in a trim of this kind. The 


presence of large spaces in which there is absolutely 
nothing forces the eye to light on the few objects which 
do appear in the window picture. A crowd of furniture 
pieces would defeat the very end which it was hoped to 
attain. 

There is no fixed rule by which one can determine 
the size and number of pieces of furniture which may 
safely be used in a window of any given width. An 
examination of the Stern window, above, would seem to 
show that the center display is on a table which is 
about one-sixth of the total width of the window. The 
others are about the same, perhaps a trifle less. Being 
low, they could, without injury to the appearance of the 
window, be a little longer, although this type of window 
ordinarily looks its best when all the main fixtures are 
of the same length and variety is obtained by having 
them of differing heights. 

In adapting the idea. shown here for use in another 
window, almost any type of standing lamp could be 
used which is simple in design and harmonious in color 
treatment. The type shown here, of course—that with 
the vertical shade—will look best, but others will serve. 
Table lamps, also, could be used in place of the stand- 
ing lamps, but these, too, should not be of the ornate 
type, as otherwise they will detract too much from the 
merchandise. 
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P laying With e Doctors 


Stein of Pittsburgh, Has Sold as High as 200 
Pairs of Prescription Shoes a Month 


Shoppe in the Jenkins Arcade building, Pitts- 

burgh, Pa., can always find an audience among 
business men because C. H. Stein can always tell them 
in very practical terms how to make money. Espe- 
cially so with shoe men. State the conditions and he 
will very probably tell you what to do and just how to 
do it. He is bad news to theories but just loves prac- 
ticability. 

The fact that probably 60 per cent of the occupants 
of the Jenkins Arcade, one of the city’s largest build- 
ings, are doctors of one kind or another did not seem 
to deter Mr. Stein from a certain little plan he had in 
mind after opening the store. Rather it filled him 
with glee, and he proceeded to enlist their aid in selling 
children’s corrective shoes. 

Having managed the Petty’s Bootery on the first floor 
of the Arcade for a number of years, Mr. Stein +hhad the 
acquaintance of one or two of these doctors to start 
with, and immediately set 


C H. STEIN, proprietor of the Little Folk’s Boot 
7 


of them if need be. He persisted in this sound plan. 

With the support of the orthopedic surgeons and his 
wide acquaintance prescription work began to pile up. 
The Little Folk’s Boot Shoppe sold some 4000 pairs 
from the latter part of March to the beginning of No- 
vember—a period of about eight months, giving an 
average of 500 pairs a month. The Little Folk’s Boot 
Shoppe has had as high as 150 and 200 pairs of pre- 
scription shoes in a month. 

In his next venture his facility for making friends 
out of acquaintances again came to his aid. Hospitals 
were visited, arrangements were made at the various 
institutions and he had another business source; dem- 
onstrating his type of footwear to probation classes of 
nurses. One of his most recent fittings of a class netted 
him sales of ninety pairs of shoes. He is drawing in 
these nuggets right along. 

And now Mr. Stein is about to play another card 
destined to rake in the chips. His latest stunt is the 
addition of women’s shoes, 
corrective and otherwise. He 


A monthly average of 500 pairs went out of here 


about knowing as many as 
between March and November 


would be of help to him or all [TURN TO PAGE 32, PLEASE] 
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Getting More Shoes Sold Right Jo 





Direction to Ambition 


AVE the movies made strange mental crea- 

tures of our children? There are no little 
misses any more. They jump from babyhood into 
womanhood mentally. There are no youths any 
more. They jump from boyhood into manhood. 
The movies have pushed the minds of children too 
far ahead. 

There is no order of thought in the child’s mind. 
You can sense it by noting the poor scholarship of 
the day. No child wants to waste time studying 
history and classical languages, and the funda- 
mentals of mathematics. All of that is drudgery. 

Go to any moving picture show and you will see 
children studying the problems of social relation- 
ships that should be reserved for adult minds. 

The boy now entering the shoe store knows more 
than the boss about social problems. The boy is 
absolutely dumb on the sound fundamentals built 
up by the patient progress of the thorough school. 

- The boy and girl are no longer interested in 
learning, through the school of experience, not in 
a day, but over a span of years, the things needed 
to encourage contentment in life, and the joy of 
work in hand. 

The future problem of merchandising is the high 
cost of clerk turn-over. It is so easy to get a job— 
merely handing out bundles. The drift is toward 
easier tasks that do not interfere with an eve- 
ning’s movies and pleasures. 
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The thorough boy is a rare creature these days. 
If with that solid substance of his mind he can in- 
clude thriftiness, honesty and persistence, he will 
soon have a store of his, own and other boys and 
girls working for him. He can achieve the owner- 
ship of a store at an earlier age than was ever 
before thought possible. In the future there will 
be more thorough young men owning stores before 
they are thirty years of age, because when a whole 
world is “gone jazz” there is a greater opportunity 
for the few possessed of common sense. 

For merchants who have sons coming along in 
their business, we recommend directional guidance, 
which includes a thorough schooling in the funda- 
mentals of business, and an appreciation of the 
arts and sciences taught by solid, educational in- 
stitutions. A well-rounded cultural education leads 
toward the satisfaction that can come through the 
joy of the mind. 

There is opportunity in the shoe business, and its 
greatest hope is in the level-headed younger gener- 
ation knowing its direction, and tolerant of the 
guidance of fathers and advisors, well grounded 
in common sense. 

Many an inherited business is “on the way out” 
because the young man who inherited the business 
gives two thoughts to his social obligations and one 
to the conduct of the business. 

Likewise, many a little business will grow to 
command the community, because the struggling 
young man has directional ambition. 


Overshoe Weather 


ERE and there the country over a blanket of 

snow has started the overshoe business along 
the road to a profit. Fear was expressed that over- 
shoe stocks would remain dormant until after 
Christmas. One good snow storm before Christ- 
mas is worth three after. 

Here we have a sizable industry which depends 
upon the first inclement day of the winter as a sign 
of a year’s profit made or lost. Perilous as that in- 
dustry is (its existence depending upon the worst 
of weather under foot), it does contribute one 
great thrill to merchandising. When a salesman 
finds on his book sixty sales on a day, he has con- 
tacted customers at a rate unsurpassed during the 
balance of the year. 

If the first snow of the season is heavy, and fol- 
lowed by softening weather, many stores can look 
for 25 per cent of their overshoe business in one 
week. The merchant then discovers the biggest 
amount of money of the year in his cash drawer. 
This serves as a stimulant most welcome at retail 
at a time when it is most needed. 

Many a rubber business has pushed the total 
sales of the year over the line to a profit. At least 
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five per cent of the year’s sales might therefore, 
become the most profitable of the year—extra- 
wise. 


Brains Will Win 


N mergers beware of mediocrity. When or- 

ganizations get so big that they cover immense 
buying groups of merchandise, look out for the 
dull thud of “merchandise sameness.”’ 

Nothing takes the place of the alert buyer who 
is inquisitive as to the wants of his community, 
and whose curiosity leads him into adventures in 
fashion, for the profit of the store and the pleasure 
of the customer. 

Mergers are supposed to save money for stock 
holders. To get a volume price at a factory it is 
necessary to get average shoes, in an average way, 
to benefit by run of shop practice. Any change 
that gives distinction to a pattern is out of the 
picture. 

The very thing that is hurting the chain store, 
and decreasing its turnover, has its effect in 
groups of stores that base their businesses on con- 
solidated purchases. 

There are things that can be bought collectively, 
standard, useful arti- 
cles that don’t vary 
much each season, but 
in shoes, let it be 
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errors in selection, but in the untimeliness of pro- 
duction. Too many factories have produced shoes 
simply to keep the plant operating and workers 
contented. Many shoes will be rushed to the bar- 
gain table that might have been sold at a real price 
and profit two months ago. 

The timing process of shoe-making needs atten- 
tion, especially in these days when fashion insists 
upon variety. A large stock of fancy combination 
shoes on hand, when overshoes are being worn, is 
usually siow moving stock. It may sell when 
weather becomes fair under foot again in the 
opening days of Spring, but it is preferable in 
these days of merchandising speed to move and 
repeat, rather than to hold and repent. 


Do Feet Improve ? 


HE fitting of feet is at best governed not by 

set laws, but rather one of patience and perse- 
verence. Are we finding, as civilization progresses, 
a refinement of lines of the feet which destroys the 
schedule of standard sizes, and brings about a va- 
riability of fitting values so great that almost every 
last needs to be store-tested for its sale over the 
fitting stool? 

Then come varia- 
tions due to the type 
of pattern, particular- 
ly in women’s shoes— 
whether it is a low cut 





known wide and far 
that they are tricky 
things to handle and 
need brains and 
hustle, which can not 
be delegated from a 
central control office. 


Pace of 
Production 


F timeliness is of 

major importance 
to the retail merchant, 
pre-timeliness is of 
still greater import- 
ance at the factory. Of 
what value is it to put 
shoes into production 
when the time of their 
sale at retail is past? 

One of the reasons 
for the cancellations 
of this season has been 
not because of defects 
in the merchandise, or 


The Reason Why 


HOME SHOE STORE 
Everett, Washington 


The Boot anp SHOE REcoRDER is to the shoe 
business what the morning newspaper is to break- 
fast, and although all the things we read in either 
do not fit our particular case, they keep one from 
getting into the “big” rut. 
There are many good ideas in every issue that will 
not hurt any footgear merchant, if he can refrain 
from being a “copy kat,” and work them out to fit 
his local conditions, combined with a touch of his 
own initiative and personality. Our whole “gang” 
would miss the Boot AND SHOE REcoRDER if it 
failed to show up. 
Yours truly, 
(Signed) R. W. MANNING. 


* * oa 


Mr. Manning is right, of course. One must 
adapt and not “swipe.” Which is why, in every 
issue, we try to show not only what merchants 
have done, but WHY they did it, thus establish- 
ing the basic merchandising principle which 
can be applied to any and all retail shoe busi- 


Sore & y, ea 


President 





pump with a round 
throat, or a_ step-in 
without a gore adjust- 
ment, and a step-in 
with a gore adjust- 
ment; a tongueless ox- 
ford or a straight lace 
oxford made with a 
tongue. 

The size will vary 
for the same foot in 
each of the enumer- 
ated patterns by rea- 
son of the fact that a 
square throat allows 
the foot to go forward 
while the closed type 
of straight lace ox- 
ford with the tongue 
inserted holds’ the 
foot in place. 

With such differ- 
ences in fitting value, 
there is a need of 
greater intelligence 
at the fitting stool. 
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First in the Field 
What OF ltr 


To Be Old Is Not Necessarily to Be Established—It Takes More 
Than Father Time to Beat Competition 


T is a fine distinction to 

be “old established.” 

Also, it is hard to get 
that way because no system 
of hocus-pocus in all the 
magic of our modern 
schemes of business-build- 
ing, offers any short cut to 
the achievement of age and 
an enduring reputation. 
These are Time’s priceless 
rewards to merchants who 
have been fair to their trade, 
fair to themselves, and fair 
to the great industry of 
storekeeping. 

But being “old estab- 
lished” has its dangers. Ask 
China, she knows. 

Better still, ask any “old 
established” retail shoe mer- 
chant who has found it 
necessary after forty years 
or more of reasonably profit- 
able, apparently secure, 
thoroughly comfortable ac- 
tivity, to take down the old 
sign and replace it with a 
new one; tear out the old 
front and put in “frameless 
plate”; rip out the old count- 
ers and install new “fixtures”; and then, most un- 
pleasant of all, discharge the old or push them into 
secondary positions and hire new “help.” 

“One of the most questionable assets that a young 
man can inherit, is an old established, going business 
with a long organized personnel to run it,” said a con- 
spicuously successful retailer when discussing the value 
of age and reputation. He explained it this way: 

“In middle life, I inherited this business from my 
father. He and I were great pals and when I came to 
be the owner, I left everybody and everything in the 
place just as Dad had them. When I took over the 
business, most people expected to see me upset every- 
thing in an attempt to jazz things up because I had 
performed that way in local politics and civic organiza- 
tions. But I fooled them. I made no changes. 

“Dad had always spent much of his time in the store 
chatting with customers and watching stocks and ser- 
vice generally. I adopted the same plan. I even held 
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to his old_ litho- 
graphed letterheads 
with all the cloud- 
work and shoes float- 
ing around in them. 
Many old customers 
expressed their appreciation 
of my policy and their 
patronage continued. 

“Of course, our little city 
grew and we grew with it— 
some. Then competitior 
came in; set up shop right 
across the street; and went 
after business hard. For a 
full year we felt no effects 
of it. Then it began to tell. 
Our customers seemed to 
grow old all at once and 
their needs lessened as their 
age increased. In a single 
three-month period, we lost 
forty customers who died 
from old age as much as 
anything else, no matter 
what the doctors called it. 
Families were broken up and 
many of the homes they 
occupied were closed for a 
long time until estates could 
be settled. 

“For self-preservation, I had to make a careful study 
of our situation and our competition. I found that 
while we held the esteem and limited patronage of what 
was left of our old trade, competition had been getting 
the business of the younger generation and of the new 
people who moved into town. This was serious. I 
knew some of the younger people to ask them why they 
didn’t trade with us, and I found out—plenty! 





66 HEN I began to make changes. I changed things 

until practically everything mindful of the old 
store had disappeared. I put in a sport-model delivery 
truck, and then I began to send out letters to prospects 
for miles around, soliciting business.. This was almost 
heresy. We had never asked anybody to trade with 
us before but we had to have business, and we had 
awakened to the fact that we meant nothing at all to 
the younger generation and newcomers. We had to 
make a spiritual revamp of the whole business. 
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“T even hired an advertising manager and he put out 
copy and display over my signature that sounded like 
blatant ballyhoo to me. During the first days of it, I 
actually blushed at the breakfast table when I saw our 
ads in the morning papers. I started twice that first 
week to see whether we couldn’t terminate our agree- 
ment but business picked up and other things took all 
my time and absorbed all my energy so I didn’t get to 
it—haven’t yet, and that was five years ago.” 

* * * 

GE has trade-winning value in almost every coun- 

try with the single exception of the United States. 
The oldest this and the oldest that are favored abroad 
because of what capacity to endure indicates. Not so in 
America. National advertising has taught our people 
to judge values for themselves and about the weakest 
recommendation that a store can offer for itself is 
that it is “old established,” and about the most mean- 
ingless claim that a manufacturer can make for his 
product is that of its being “the original.” In both 
European and Asiatic countries, these claims mean 
much, but in America, most people look for the improve- 
ment on the original 
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And cycles of patronage whirl almost as fast in 
America as men, methods and merchandise move about. 
Even in so great a retailing center as New York City, 
one old established clothier on a corner which gives 
every advantage of location, leased an adjoining store, 
put in a boys’ and youths’ department, and enlarged 
its lines for young men just because, despite enjoyment 
of one of the finest locations in the world, the business 
was threatened with senile decay. 

The present policy of this store is contrary to its 
traditions. The idea now is to get a grip on the boys 
and hold it from childhood to old age. The old idea 
was to maintain this store for well-to-do men of affairs 
only. When this store’s traditions were thrown to the 
four winds, it almost caused a rebellion within the or- 
ganization, but business can not thrive on tradition 
alone. 

The idea of resting upon the fact of being “old estab- 
lished” was imported into this country with the first 
few generations of our European ancestors. It had 
value until we developed our own American psychology. 
and we developed that psychology just about as sud- 
[TURN TO PAGE 32, PLEASE] 
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Boston Show Opens Jan. 2 


Hotel Statler to House First Show of 1929 


HE Seventh Annual Boston Shoe Style Show, to 
be held at the Hotel Statler, Jan. 2-4, opens the 
New Year with a three-day and three-night business- 
like exposition. The 1929 event, under the personal 
direction of J. G. Brown, promises to be one of the most 
successful affairs of its kind. 

Thirty thousand invitations to buyers have been is- 
sued, and already hotel reservations indicate that the 
attendance will be large. With several floors in the 
upper part of the Hotel Statler set aside for sample 
rooms, and with attractive booths displaying footwear, 
accessories and leather located in the foyer and ball- 
room, buyers will be given ample opportunity to inspect 
the lines. 

The Seventh Annual Boston Shoe Style Show has 
been dedicated to business. The entertainment features 
are so arranged as not to interfere with purchasing. 
The runway promenade, conducted each night in the big 
ballroom of the Statler, will have an unusual setting, 
and will present “Fashion’s 
Footwear Fancies for 1929” 
on a score or more of beau- 
tiful mannequins dressed in 
the latest style creations. 
The runway feature of the 
show will be under the su- 
pervision of Philip Melhado. 

One entire floor of the 
hotel will be devoted to the 
showing of men’s and boys’ 
shoes, this being the first 
time in the history of local 
shows. that the men’s end of 
the business has been given 
this particular treatment. 
Men’s shoe manufacturers, 


A score or more of 
models will show the 
latest in footwear 






as well as women’s shoe manufacturers, are this year 
emphasizing the importance of the right shoe for the 
occasion. Shoe buyers are enthusiastic over this seg- 
regation of men’s displays, claiming that it will save 
for them much time and effort in selecting. 


HE hospitality committee is headed by “Billy” Doyle 

of the Doyle Shoe Co., Brockton, Mass., and this 
committee is making elaborate preparations for extend- 
ing a royal welcome to all visitors. No pains will be 
spared to make the stay of buyers a thoroughly enjoy- 
able one, to the end that they may visit this market 
more frequently. 

Managing Director Brown says that, in his opinion, 
“The Seventh Annual Boston Shoe Style Show of Jan. 
2-4 will be the most successful ever, and will do much 
toward reestablishing the confidence of the shoe buyers 
of the country in the stability of the market as a whole. 
Contact of buyers with sellers and the opportunity to 
gather authentic informa- 
tion regarding the trend of 
styles and prices in shoes, 
leather, materials, etc., will 
greatly aid in properly post- 
ing buyers and. sellers alike, 
so that the element of specu- 
lation may be_ eliminated 
from the industry.” 

The show will close prompt- 
ly at 10 p. m. on Jan. 4, thus 
giving those who wish to go 
to Chicago ample oppor- 
tunity to arrive in time for 
the opening of the N. S. 
R. A. Convention and Style 
Show Jan. 7-9. 

















Trading Up in Work 
Shoes 


ONTIAC, MICH.—Two years 

ago the average price of men’s 
work shoes sold in the Economy Shoe 
Store was $1.97 and $2.97. This year 
it has been $4.97 and $5.47, with 
more sales at the latter figure than 
at any other. Now, the workingmen 
in this city are not being paid any 
larger wages, nor has their income 
been increased through the rise in 
the stock market. They are respond- 
ing to an educational program in- 
stituted some time ago by proprietor 
N. J. Elliott. It is simple, too, be- 
ing just the sane argument that it 
is more essential for a man to buy 
a good work shoe, properly fitted, 
than it is to buy a good dress shoe. 
If a man asked for a cheap work 
shoe, it was shown to him, but the 
$5.47 shoe was also shown. The 
merits of this shoe fully explained 
would result in a sale nine times out 
of ten. It does not take much of a 
prophet, to tell of the increased 
profits the store is enjoying, to say 
nothing of the good will word-of- 
mouth advertising. The same tactics 
are pursued in talking women’s 
shoes. One interesting thing, is that 
the sale of shoe polish has tripled in 
the store since the patrons com- 
menced to buy better shoes. A pub- 
licity stunt tried out recently might 
be interesting to other stores cater- 
ing to the work shoe trade. A job 
lot of men’s coarse, black, heavy 
work soxs were bought for about 8 
cents a pair. Boys from the store 
were sent to the automobile plants 
and distributed cards which said, 
“Present this card at the Economy 


BOOT AND SHOE RECORDER 


[D/ 


by HARRY R. TERHUNE, Fie €n:70r, 


To My Friends 


(if any) 


3 am now at home enjop- 
ing what the editor calls ‘‘a 
whollp undeserved rest’, 
but soon J’ll be on mp wap 
again; and in the meantime, 
from the bottom of mp beart, 
3 wish pou all the merriest 
kind of a Merrp Christmas. 


Harry R. TeERHUNE 
Fiei_p Eprror 


Shoe Store when you buy a pair of 
shoes and get a pair of work sox 
free.” This simple ad was the means 
of bringing in many men who were 
never in the store before. While 
this is a basement store whose top 
price is under $6.00, its policy is not 
to sell shoes which do not properly 
fit. Perhaps these are a few of the 
basic reasons for this store enjoying 
such a good, steady business. 


*® * 


Clearing House Weekly 


ANSING, MICH.—The Mac Bolt 
B iors is an exclusive women’s 
shop whose prices range from $10 
up to $22.50. Three years ago they 
got the idea of cleaning house 
every week instead of through the 
means of stated sales. It has worked 
out first rate. The method, however, 
is similar to what some other stores 
use in that each week they go 
through the stock and take out any 
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line that has been sold down to five 
pairs or less. These shoes all go 
into one section at the flat price of 
$8.50. This section, by the way, 
never runs more than 10 per cent 
or much less than 3 per cent of the 
total pairs on hand. Customers are 
never told that these shoes have 
been marked down or that they are 
the odds from some higher priced 
line. Nothing will kill a sale any 
quicker than a remark of that na- 
ture. A check up on the daily sales 
over a period of years showed that 
Fridays and Saturdays were the 
largest days, while Wednesday was 
the quiet day of the week. By show- 
ing these $8.50 shoes on Wednesdays 
only, this day’s sales will now equal 
Friday’s and Saturday’s. It is very 
seldom that shoes are bought for the 
$8.50 section, except an occasional 
sport pump for the college trade. 


* + 


Checking Sales by Prices 


RAND RAPIDS, MICH.—The 

very simple record of sales by 
prices used in all the shoe depart- 
ments of the Wurzburg Department 
Store was originated by Buyer E. A. 
Bolt. Its purpose is to tell what 
price shoes sell best and in what 
months. All men’s, women’s and 
children’s records are kept by retail 
price. The sheet illustrated here is 
the children’s. As there are only 
three prices, both the high and low 
styles are kept on one page. This 
sheet shows on Line B that for the 
week starting Oct. 6, 1928, there 
were on hand 244 pairs of high shoes 
in the 4 to 8 run, which retail at 
$2.50. Line C shows that 24 pairs 
came in Oct. 1. Adding lines B and 
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D gives the total on Line H. Then 
subtracting the total net sales, as re- 
vealed in Lines K to S, and which is 
carried to Line I, the net balance for 
the end of the week is shown on 
Line J. This latter sum is totaled 
for the month and entered in the 
loose leaf book. Through this in- 
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A simple record of sales by 
prices, used in the Wurzburg 
store, Grand Rapids, Mich. 


formation, Mr. Bolt is able to plot his 
advance orders with considerable ac- 
curacy. He positively knows what 
prices sell best and when, so concen- 
trates on his active numbers. One 
other record is used, that being the 
stock record sheet for each indi- 
vidual number. This is different 
from the usual, inasmuch as it gives 
a complete yearly history of the shoe. 
The usual method of a dot represent- 
ing a size ordered Al. the same shoe 
in stock, and an X when sold, is used. 
A loose leaf book is kept for each 





A Trick to Sell 
Purse Rubbers 


South Bend, Ind.—A little trick 
invented by O. H. Ball of the 
Beacon store, and interesting to 
those good friends who desire to 
pep up their rubber sales a bit. 
All summer long he has been 
selling from — to fifteen 
pairs of purse rubbers a day, by 
just rolling a pair up and leaving 
them in the seat next to the cus- 
tomer. Invariably a woman will 
pick up the rubbers and try 
them on herself. It requires only 
a little explanation to tell her 
how these rubbers will fit any 
type of shoe and how easy it is 
to carry a pair with her at all 
times. The customer thinks she 
has discovered them herself, so 
by telling her the foregoing in a 
friendly way, and not in a high 
pressure sales manner, the story 


will go across in good shape. 
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department. The method of check- 
ing this sheet is interesting. When 
a pair of shoes is sold, the cover is 
left on the bottom of the box. The 
next morning a couple of girls go 
through the entire stock, one calling 
the stock numbers and sizes and re- 
versing the empties, while the other 
does the checking off in the books. 


* = 7 
A Simple Call System 
NDIANAPOLIS, IND.— For 


those stores having four or more 
salesmen, the call system used by 
the William H. Block department 
store should prove of interest. For 
all stores, the method of keeping 
track of the retail prices and mate- 
rials is both simple and accurate. 





This is Side B of the salesmen’s 

record card, described here. 

Side A is not shown, as it is 

similar to most other call card 
systems 


This double-faced call card not only 
serves that purpose but is a part of 
the records in that it shows the 
number of pairs of shoes sold in each 
grade and who sells them. This card 
is run by the floor man, who stands 





_ appears above the slant 





A Health Argument 


Toledo, Ohio.—A. F. Engfer is 
getting quite a play in selling 
more men’s shoes by telling his 
customers that it is not sanitary 
to wear a pair of shoes longer 
than four months. The argument 
he uses is that one wouldn’t wear 
an unlaundered pair of socks or 
shirt that length of time, so 
why wear the shoes that have 
collected all the germs. As he 
sells Edwin Clapp shoes, he 
doesn’t want his customers to 
wear them too long, even though 
they can’t be classed as worn out 
at the end of four months. 











at the front case. Side A is a regu- 
lar call sheet with a slant mark for 
a call. In the lower half of the 
square an § is written for a sale and 
an M for a miss. When a number 
line, it 
means that it is the number of the 
man who takes the turnover. That’s 
the same as most all call sheets are. 
When a man sells a turnover, he gets 
an extra 5 per cent commission. This 
is explained by J. J. McAllester, who 
is in charge of the women’s and 
children’s shoes. He finds that it is 
hard enough to get customers up to 
the third floor, without any being 
missed, so the T.O. method and the 
extra bonus. Personal trade is en- 
couraged by not charging a man 
with his turn when customers call 
for him by name or number. If a 
man can work in half a dozen P.T. 
calls a day, he stands to make con- 
siderable more sales than the boy 
who is not so well acquainted. 

On the reverse side of the card 
(Side B) the prices of the shoes car- 
ried are listed. Also such other di- 
visions are made as seem necessary. 
For example, if the interest in 
suedes is being charted, the floor 
man puts a mark down on the suede 
line and under the name of the man 
selling it. Through this cross check 
not only may the retail prices be 
checked instantly, but the one who 
is selling them as well. Figures on 
this side of the sheet are transferred 
each day to the monthly sales book, 
which McAllester takes to market. 
The importance of missed sales is 
recognized, as a ticket is made out 
for each sale lost. In the case of a 
double turnover, each man handling 
the customer is required to make out 
a separate report. These slips are 
all checked in and considered as sales 
when practical. A number of missed 
sales calling for quads on $6 shoes 
convinced McAllester of the necessity 
of adding these narrow widths, as it 
was showing a weakness that should 
be rectified. 





Making 
Buy 





IVE years ago the shoe de- 
partment of the Stix, Baer and 
Fuller Drygoods Company, St. fe 

Louis, was just one of many depart- ‘oe 
ments of a great retail institution. 
At that time A. J. Pauly was made 
manager and buyer of the depart- 
ment and, during his management, 
the department has been enlarged on . 
two occasions, the most recent ex- 
pansion having just been completed 
by the removal of the women’s and 
children’s shoe departments from the 
first to the second floor, where twice 
the space of the old department is 
occupied. Today the shoe depart- 
ment is recognized as one of the out- 
standing in the store. 

“The new department is magnifi- 
cently designed and spaciously ar- 
ranged, revealing unusually wide 
aisles with an air of freedom 
throughout the department. 

It is of the salon type—all shoes 
being concealed behind inlaid walnut 
panels, where shelving provides for 
25,000 pairs, with a balcony for ad- 
ditional capacity. Upholstered fur- 
niture in two-tone brown is placed 
attractively, with tables and lamps an inventory 
effectively used, adding a richness to 
the section. A mulberry carpet 
covers the entire floor. The depart- 
ment can seat 300 péople. Specially 
designed show cases are placed in every section. Light 
troughs are used for illuminating the cases in which 
the footwear is exhibited on silver finished metal 
stands. 

Wrapping counters are at the back of the department 
where they are inset in the panelled walls. 

The entrance to the main salon is smartly arranged 
with odd pieces of attractive furniture and a hand-made 
rug of foreign design. 

The entire department was designed by H. Tarrasch, 
display manager and store architect. 

A new department just added to the shoe section is 
the Modernette Shoppe in the east end of the main 
salon, where $6.50 and $7.50 shoes are featured. This 
innovation was launched to attract customers interested 
in this price merchandise and who could not secure the 
type of footwear wanted in the main department where 
shoes retailing from $10.50 up are featured. 

The new department has had a very successful start 
and it is anticipated that an eight-time turnover will 
be made during the first year. This section does not 
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A. J. Pauly, manager and buyer 
for the shoe department of the 
Stix, Baer and Fuller Drygoods 
Company of St. Louis, has had 
to enlarge his department twice 
in the last five years. Much of 
his sales success he attributes to tion. 
system which 
makes it almost impossible to 
over-buy 
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It Pleasant 
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take business away from the higher 
priced department, it was stated. 

Back of the success of every prof- 
itable shoe department there must 
be some policy—some method of 
merchandising which is responsible, 
so Mr. Pauly was asked how he ac- 
complished it. His answer came 
back, “Never over-buy.” 


7 HIS statement was immediately 
amplified by the presentation of 
a stock control form which contains 
at least part of the secret of the 
wonderful growth of the depart- 
ment. The principal features of this 
“weekly dissection report,” which 
was worked out by. the store con- 
troller’s office in cooperation with 
Mr. Pauly, are the listing, among 
others, of the following units: 
Classification of merchandise by 
material. Inventory in dollars and 
cents, classified by materials. 
Percentage of gross stock repre- 
sented by each classification. 
Percentage of gross sales repre- 
sented by the sales on each classifica- 


Purchases for the week. 

Mark downs for the week. 

Returns for the week on each clas- 
sification. 

Stock and sales percentages are 
based on 100 per cent for the entire classification. 

Concentration of buying was mentioned as all im- 
portant in conducting a successful department. Mr. 
Pauly said that his buying for the entire department 
was confined to ten sources. Also concentration on 
few price lines was pointed out as an efficient method 
of keeping stocks reduced. 

Adopting a policy of this character makes it possible 
to retain lasts upon which business has been developed. 

Styles can be altered but fitting qualities of the last 
remain. Familiar fitting lasts find lower sales resis- 
tance among sales people, and customers are more 
quickly sold because of their knowledge of a well fitting 
shoe, which they have bought on previous visits. When 
a last is changed, Pauly declared it was always for a 
betterment. Fit is more important than style if a 
choice has to be made, he says. 

Norman Roth has been direct assistant to Mr. Pauly 
since his connection with the store and has carried out 
many of the policies developed in the department. 
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This important feature 
of this department in 
the Stix, Baer and Fuller 
store, is the large num- 
ber of inside show cases, 
luring the prospect on, 
from one to the other, 
until she literally has 
sold herself 
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WIDE AISLES AND PLENTY OF INTERIOR DISPLAY 
CASES HELP THE SHOPPERS TO SELL THEMSELVES 

















Wide aisles and furni- 
ture dotted here and 
there in an informal 
way make this a charm- 
ing department in which 
to buy. The wood 
panelled walls are of 
walnut and behind these 
walls is shelving suffi- 
ciert to house 25,000 
pairs 
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First ie Field 


[CONTINUED FROM PAGE 27] 


denly as we do everything else. To the present, and 
more especially the younger and more active genera- 
tion of consumers, “original” and “old established” 
mean just nothing at all. If anything, they are rather 
suggestive of decadence and obsolescence. 


A Sale Making Window 


One of our big 
city stores with a 
prestige which must 
perpetually delight 
the proprietors, has 
classified its mailing 
lists according to 
ages. The young 
list runs from 20 to 
37 years, and the 
senior list from 37 
years on. The 
young list, prestige, 
age and class of 
patronage which the 
store enjoys, are 
never mentioned. 
Style and service, 
together with values 
of course, are the 
limit of messages 
which are sent to 
these customers and 
prospects. To the 
senior list, prestige 
and class of patron- 
age are the featured 
appeals. This idea 
of classifying lists 
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four classifications when fully completed. 

Before the age classifications had been made even 
as definite as they are now, this store had found its 
direct-mail advertising profitably resultful, but when 
the new plan was tried with the first mailing in July— 
right in the middle 
of the Summer re- 
tail doldrums — the 
results were aston- 
ishing. Competition 
for this store is 
keen, and many 
other sources of 
supply for the same 
general class of mer- 
chandise are readily 
available to con- 
sumers, and yet, the 
first mailing to 
18,000 names, pro- 
duced $6,600 worth 
of directly traceable 
business. 


HESE changes 

do not appeal 
much to the senior 
trade of the old 
established store, 
but what of it— 
other than senti- 
ngs _ iw 6r ment? «Elderly peo- 
cre . ple do not supply 





A winter time trim of the New Orleans Walk Over Store designed the volume business 


according to ages is by Richard Coquille. At a time when many stores were having for retail stores and 


working out so re- 
sultfully that the 
advertising manager 
plans to compile a 


junior list and a re- kinds of publicity when they are given logical reasons for buying. 
In this case he makes a strong appeal to the woman designing and they demand 


comfort in a forcible and convincing manner 


tired list, so that his 
mailings may have 


sales, this bright window attracted such favorable attention that their needs lessen as 
many extra sales were made. Note how each shoe stands out, their age increases. 
plenty of merchandise displayed but none hid. Harry Davis, who Youth and middle- 
is in charge of the store, believes the public responds best to all age produce the 


profitable business 


constant change. 
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Playing With Doctors 


[CONTINUED FROM PAGE 23] 


says in regard to the latest business-getting plan: 

“In examining the recent March to November figures, 
which showed a sale of some 4000 pairs of shoes, the 
greater part, naturally, having been sold to children in 
the store and accompanied by their mothers, we decided 
at a little conference that we had been asleep. 

“We decided that since every child has at least one 
mother we should have sold those mothers who accom- 
panied the children who bought those 4000 pairs, or at 
least a large percentage of them.” 

Fitting of nurses’ classes having been one of Mr. 


Stein’s latest ventures, it prompted, together with the 
other opportunities involved, the addition of women’s 
shoes to stock. The name of the shop may be changed 
on this account, he says. It is also interesting to note 
that recent sales to nurses are not included in figures 
on children’s shoes sold. 

Having done a large business in home fitting until 
some four months or so ago, Mr. Stein advises against 
it. He declared that the time and cost involved dis- 
count the profit and he has discontinued featuring it in 
his advertising. 
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The New 
Improved Buckle 


When you purchase your rubber foot- 
wear buckle goods for 1929, look 
for the new improved buckle. 


It is a buckle with a rounded 
protected eye that does not 
cut the strap at the cor- 
ner of the buckle-strap slot. 


Buckle Eye rounded all around like this 





C(O) (Op 


Cross Section on “A” & “B” 


This point where the buckle formerly cut the 
strap when under strain has been rolled and the 
surface greatly increased. This prevents cutting. 


Samples gladly furnished. Write us 


THE SHOE HARDWARE CO. 


71 Brown Street 
WATERBURY CONNECTICUT 
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BE FAIR TO YOURSELF 
Koh-i-noor Jewel Clasp 


REG.U.S. PAT. OFF. 


i} 


Koh-i-noor Jewel Clasps and Jewel Snap 
| Fasteners make even the finest of lines 
| more artistic and colorful. 
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.- INVESTIGATE 
and Snap Buckle 


AVE time in selling your shoes by having 
them equipped with Koh-i-noor Jewel 
Clasps and Snap Buckles. Both are the only 

fastening devices that can be attached without the 
use of tools. Adjustment of the Koh-i-noor Jewel 
Clasp is made instantly by placing a new ball 
part on the spot desired by pressure of the fingers. 


‘The Koh-i-noor Jewel Snap Buckle is easily 
moved into correct position to fit the instep of the 
customer’s foot by loosening the strap. 


The ornamental parts of the Koh-i-noor Jewel 
Clasps and Buckles are interchangeable—attract- 
ing women who combine good taste and good 
judgment in shopping. 


Correct details are invariably the winning 

points of a sale. 500 per cent increase of 

sales in 1928 over 1927 is proof of the general 

appeal and complete satisfaction given by 

the Koh-i-noor fastening method on street, 
sport, and evening shoes. 


For further information write. 




















Koh-i-Noor Jewel Clasp is or- 
nament and fastener in one. 
The ornamental part is inserted 
into and fits any buttonhole. 
The ball and pin takes the 
place of the button. If adjust- 
ment is necessary, the ball part 
is clipped off with a nipper by 
placing one jaw between shoe 
and ball part, and the other on 
neck of ball part, as illustrated. 


Only a pin hole will remain in 
the shoe. 














To attach a new ball part, the 
pin is pushed through the tab 
from the inside where desired 
and the ball is then placed on 
the pin point and both pressed 
together, as illustrated. ; 

















To adjust the buckle nothing 
has to be done with ball part, 
simply loosen strap and move 
to the correct position. The 
twin lock holds the buckle on 
the strap firmly. 


lan 
roi 
x 























WALDES KOH-I-NOOR, Inc. 


World’s Largest Snap Fastener Manufacturers 


LONG ISLAND CITY NEW YORK 


Reg. U. 8. Pat. Off. 
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amous Last Yords 


Monologues overheard in shoe stores 


by N. Hack of Detroit 


Your shoes have ruined my feet. I never knew what 
foot trouble was until I began wearing your shoes. 
* * * 

What? Size eight? I’ve never bought more than a 
size five in my life; in fact, up until a few years ago I 
used to wear a two and a half. 

* s * 

Bunions? Why, mercy no; these are not bunions. 
Why, I never had bunions in my life. These enlarged 
bones were there as long as I can remember. Goodness 
knows my feet are bad enough without having bunions. 

* * * 

And, mind you, I told your clerk to fit my feet. I 
never ask for sizes. I always want my feet fitted, and 
look what he gave me; your clerk is the one who ought 
to know his business, not me. ; 


* % * 

I'll decide later 
which of these I i 
want. I'll get my { The ex-shu clerk ergs 
new dress first. I'll an automobile salesman. 
be back tomorrow, a 
when I can take 
more time. 

* * * 

Mrs. Jones has 
been called out of 
tewn suddenly to 
attend a funeral, 
and she asked me 
to return these 
shoes and get a re-- 
fund; she said that 
she'll pick out an- 
other pair just as 
soon as she gets 
back to town. 
Them shoes—she 
said hurt her feet 
anyhow. 

* * * 

I walked a great 
deal today and my 
feet are all puffed 
up, so I’ll be back tomorrow morning when the swelling 
is down. 

* * + 

I never paid over $6 for shoes in my life but once, 
and they did not wear me any longer than the cheaper 
priced shoes; in fact, I have gotten much less wear out 
of them. 

* 2 # 

I cannot wear low heels at all; they make me feel as 

though I am walking backward. 


—some of his own sorry experience 





I am going out to meet my husband. I should have 
been over to his office an hour ago. Keep these shoes 
for me; I’ll be back shortly. 


— * * 
If this shoe had a different heel I’d take it in a minute. 


* * * 


Yes; this heel is just dandy, but I don’t like that 
vamp. The vamp in that other style is all right, but I 
can’t wear that kind of pattern. 


* * * 


This shoe is perfectly lovely, but it does not fit me up 


under the instep. 
* * a 


Oh, no; I wouldn’t think of satin shoes; I have noth- 
ing to wear them with, and patent burns my feet. I 
don’t care for kid and have no use for calfskin shoes. 


* + 


Let’s see the shoe this lady has on; that looks rather 
cute on her feet. 
It’s not bad, but I 
don’t like them on 
my feet. This 
other style looks 
very neat but, you 
see, how it gaps. 

Yes; it’s not bad 
looking, but look 
how it slips in the 
heels; why, I can 
pull both of my 
heels out of them 
without unlacing 
either shoe. 

No; this other 
size feels too short 
in the toes; I’ve 
had plenty of 
trouble with short 
shoes. I just paid 
the chiropodist for 
getting rid of a 
big batch of corns. I don’t want any more of them, and 
then again a big shoe is just as bad as a small shoe. 

* oa * 

I don’t mind the price, if I could get what I want; 
but there was never a shoe made that was worth over 
$6; even “So and So’s” shoes don’t sell for over $5, but 
they didn’t have my size. 

* * - 

I just hate to buy shoes. I would rather go to the 

dentist before I would go buying shoes. 


From Motor Age. 
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Style Arrracts Trade 


Comfort 


Ceps It 


And This, Says Harry Locey, Head of the California Shoe Retailers 
Association, Accounts for the Increase in Demand for 


Beautiful Shoes with Arch Support 


ARRY LOCEY, new president of the California 

Shoe Retailers’ Association, presented some good 

thoughts on arch support shoes at the recent con- 
vention. 

“Good shoes with arch support features,” he said, 
“are not corrective or orthopedic shoes, but simply are 
made as all good shoes should have been made, always. 

“When you go to the beach for bathing and walk bare- 
foot on the sand, you will notice that your arches are 
sensible to the fact that your toes and heels make de- 
pressions while the arch is held up. This is impossible 
when shoes are worn on hard pavements. Arch sup- 
port shoes will grow in favor as long as women wear 
other shoes that injure their feet. 

“Have you ever walked behind a little schoolgirl who 
has inveigled her mother into buying her a pair of high- 
heeled pumps for dress wear? After a few such occa- 
sions she begins to wear them to school. Watch her 
teeter along on a pair of 20/8 spike heels, run over so 
that her feet are turned in or out at an angle, with no 
support on top from tie or strap, and you wonder what 
her feet will be like in a few years. There is only one 
answer—she will need all the support she can get.. 

“A specialist told one of my customers a few days 
ago: ‘When your feet go to pieces about all you can do 
is to grin and bear it!’ 

“Necessity is driving many women to wearing arch 
support shoes, but the idea of getting additional com- 
fort from this type of shoe is very enticing to many 
others. A few years ago we could buy only a few styles 
of arch support shoes—a plain oxford or a nine-inch 
boot, in black or brown kid. Today they may be had 
in all wanted materials and colors, choice patterns, fancy 
ties, straps and cut outs, sport oxfords, and even in 
comfortable gore pump patterns. 


“Shoe styles that combine the acme of style 
and comfort, once sold, are always worn. It 
is hard to get a customer who has once worn 
an arch support shoe to wear any other type 
for general wear, although she is ready to 
wear fancy types with light soles and high 
heels for dress occasions. 


“It is a staple business, increasing the amount of 
safe business that a merchant is doing at a profit. The 
styles do not change fast and the merchant, feeling 
safe that he can sell them over a longer period of time, 


can carry a longer range of sizes and widths; conse- 
quently he can give his customers better service through 
better fitting. The fact that almost every manufacturer 
is today making some kind of an arch support shoe is 
an admission that shoes in the past were wrongly con- 
structed. This type of shoe is taking a more prominent 
place each year and it seems only a matter of a short 
time until they will crowd out old construction entirely.” 

Mr. Locey closed by saying: 

“I do not want you to infer that I consider all arch 
support shoes on a par, because I do consider some far 
superior to others, but in my opinion arch support 
shoes as a whole are so much superior to the old con- 
struction that the latter will become obsolete for gen- 
eral wear, even as the new automobile outshines the 
model of ten years ago. This is one of the brightest 
rays on the horizon and it shows that we are still pro- 
gressing rather than standing still or slipping back, 
and that the shoe industry still is in a healthy con- 
dition.” 

By the way, when are you getting in your new supply 
of shoes? -Yes; I’ll be back. I don’t buy my shoes any- 
where else. Few stores carry my size and last. 

* * * 


I have never had a pair of good shoes wear out as 
quickly as these. The best part about it is that I was 
taken to the hospital the day after I bought these things 
and have been there until yesterday. Now look at 
them; the soles are nearly all gone, the shoe itself is all 
out of shape; the heels and counters are run over; they 
squeak, so that you can hear me coming a mile away. 
The shoe lace tips came off the very day I got them, 
and they don’t take a shine no matter how hard one 
shines them. Shoes that I have paid half as much as 
these have given me much more service. No; I don’t 
want another pair of your shoes, I want a refund. 

* Pa ” 


These shoes are a mile too big on me, but I can’t make 
a step in them. Better stretch them some more. 

Next time you won’t fool me; you’ll have to give me a 
smaller size or I shall not buy any more shoes here. 

* * > 

I am returning these shoes because my married grand- 
daughter thought that I ought to have a more youthful 
looking style. 
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Presenting 
the ‘Ultra’ and the °7-in. Ultra’ 









O Gaytees with the patented KWIK 

fastener. Above left, brown or gun- 
metal worsted-and-rayon, cut extra-high 
for country and sports wear. Below right, 
brown or gunmetal rayon-and-worsted in 
the low cuff style. Fast-color linings 
throughout. 











Since women want something differ- 
ent, Gaytees, as smart and modern as the 
cest of a fashionable woman’s accessories, 
almost sell themselves. A wide variety 
of styles, colors and materials encourages 
a woman to make two purchases instead 
of one! 








How the new Gaytees speak 
for themselves 






1. Lines are smart; styles attractive—and 
every model is light in weight. 


2. New lasts that fic the new Winter 
shoes! New heels—four different heel 
heights to insure trim fit and smart lines 
for every shoe you sell! 






















3. New colors! (Rosy browns, tans and 

i | grays.) New fabrics! (Wools, tweeds, 
rayon-and-wool mixtures.) A harmoniz- 

He} ing choice for every feminine costume. 







| 4. Gaytees are nationally advertised, na- 
tionally known—and the fastest-growing 
name in rubber footwear! 






5. Gaytees wholesale distributing outlets, 
scattered the country over, offer a faster 
manufacturer-to-dealer service than any 
other overshoe. 


Gayte CS — the Tailored Overshoes 


. U. 8. Pat, Of. 
MADE ONLY BY 






United States @ Rubber Company 


Teade Mark 
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Selling More 


Overshoes 
Children 


age in the United States is a possible customer for 
Here is a trade worth cultivating. 
The number of pairs of children’s overshoes sold at a 
profit can be materially increased if the retail shoe mer- 
chant will show them prominently, not later than Oct. 1 
of each year, and if he will instruct his salespeople to 
suggest overshoes with every pair of children’s shoes 
sold. But most important of all, it is necessary that the 


CE aeein one of the 30,000,000 children of school 


overshoes. 


overshoe stock should be on 
the store’s shelves, from size 
5 through growing girls and 
big boys’ sizes, by Sept. 30. 


sé HE girls and boys in my 
department sell _ chil- 
dren’s overshoes with the first 
purchases in the fall of chil- 
dren’s leather shoes for 
school wear,” recently said 
Elmir Millett, Boston buyer 
of R. H. White Co.’s chil- 
dren’s shoe department. 
“Overshoes for the little folk 
should be bought early and in 
sufficient quantity to cover the 
initial snow storm of the sea- 
son. Of course, one cannot 
always tell just when that 
storm will occur, but he can 
approximate, and earnestly 
hope that not only one but 
several good. snowfalls will 
take place in December. 
“One of the most interest- 
ing characteristics about 
gaiter selling to the young- 
sters is that there is no need 
for reducing prices on quality 
goods—and that quality goods 
are the best sellers. For in- 
stance, a mother does not 
hesitate about paying 50 cents 
to $1 more for an overshoe 
that ‘will protect better the 
little feet of her child, or one 
that has a lining that will not 
soil the stocking. Fast color 
linings are an important con- 


sideration in the 
merchandising of 
children’s over- 
shoes. At least half 
of the mothers in 
any community 
will buy quality 


When the side-walks are like a skat- 
ing rink and there is rain, snow, 
sleet and slush — be prepared 


trim new overshoes 
2” to 5 the pair 


safety! assurance! 
warm ankles. 
dry feet 

less slipping 


of smart style 
of snug fit 
of fine quality 

















Tweeds and twills and jerseys; high ones, low ones; some vel- 
vet trimmed; some zipper stylés; some snap-fastened; all 
trimly smart in accessory colors to go with your ensembles, 


“Zippers” —high or low—popular colors—3.45, 4.50 
The Modern Shoe Shop — Fourth Floor — Main Store 











Jordan Marsh Company 


A timely and attractive galosh ad which greatly 
stimulated women’s shoe department sales 


In sizes from children’s through 

growing girls’, this gaiter is 

“different.” It has an all-rub- 

ber forepart, extending well 

over the ankle. Maker’s name 
on request 


overshoes for their little ones before the snow flies, if 
these goods are rightly presented. And so early pub- 


licity should be given this type 
of footwear—the desirability 
of children wearing overshoes 
to protect their ankles during 
the cold rains of the fall—and 
later snows—should be 
stressed. The health argument 
enters very convincingly into 
the children’s overshoe selling 
talk. Fifty per cent of the 
mothers of a community usu- 
ally wait until the rough 
weather arrives before pur- 
chasing galoshes for their 
children, but even though 
there is a big rush at the last 
moment, there is still no need 
to reduce prices on quality 
goods, as the demand has al- 
ready been created, and if 
parents have the money they 
will certainly pay the price for 
their children’s foot-protec- 
tion wants. 


sé HAVE found that the 

quality four-buckle black 
overshoe, with fast color lin- 
ing, is the best and most satis- 
factory seller. The newer 
‘style’ low-cut quality over- 
shoes in colors and the auto- 
matic slide fastener numbers 
in colors give the opportunity 
for an extra pair sale, espe- 
cially in sizes 9-2 in children’s 
and in the junior misses’ 
sizes. The smallest overshoe, 
the most often asked for, is in 
size 7. 
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HE circular stitched eyelet, Style 15, in color No. 2000 has become very 

popular on tan shoes of the lighter shade. The quiet elegance of this 
dignified eyelet appeals to the well-groomed man who knows that the secret 
of good dress is simply the perfection of details. The use of Diamond Brand 
eyelets is also an assurance of good style, good materials, and careful work- 
manship in the shoe itself. 


Look for the Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MAss. 
ManufaGurers of 


DIAMOND BRAND Vxible FAST COLOR EYELETS 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 





Christmas Greetings 
From Homer H. Beals, President of the N. S. T. A. 


May every shoe traveler and his loved ones receive 
on next Christmas morning a bounteous supply of this 


world’s goods. 


May every member of the household of the National 
Shoe Travelers’ Association make every day of 1929 
reflect the kindly Christmas spirit of good fellowship 


and service. 


May we sell our merchandise with confidence and 
enthusiasm. May we all enjoy good health, and a large 
measure of happiness and prosperity for 1929. 


A thousand blessings have been showered on hu- 
manity because of the great event of that first Christ- 


mas morning. 


Let’s fully appreciate these blessings. 


Let’s reciprocate by aiming high for greater accom- 
plishments for the industry of which the shoe traveler 


is so vital a part. 


All together, now, boys, for great glorious selling 


records for the year just ahead. 


A happy Christmas 


and New Year to all of the boys of the N. S. T. A., as 
well as to all of the other members of the allied trades, 


is my sincere wish! 








HE Shoe Travelers of Chicago 

held an interesting meeting De- 
cember 8, nominating candidates for 
the election two weeks later of execu- 
tive officers and directors to serve dur- 
ing 1929. The nominations were as 
follows: For president, Halsey Elwell 
and Harry Strandhagen; vice-presi- 
dent, W. L. Drummond and Ralph 
Wolpe; secretary-treasurer, Charles 
Heilbrun and Harry Schweitzer; di- 
rectors: Sam G. Solomon, E. F. Ma- 
haney, Charles Evans, J. W. Wurm- 
ser, Tom Daly and Loree L. Legg. 
The warrant from The National Shoe 
Travelers Association for the coming 
convention was read at the Chicago 
meeting as was a letter from the Wis- 
consin Shoe Travelers Association re- 
counting the sterling qualities and fine 
shoe business exverience of Frank J. 
Larkin, now national vice-president and 
staunchly supported by the Wisconsin 
travelers as the logical candidate for 
the presidency of the National during 
the coming year. Arthur Earle, vet- 
eran Philadelphia traveler, was a guest 
of honor at the Chicago meeting and 


a 


received an ovation by the local boys, 
who have come to regard “Daddy” as 
a full-fledged member of their organi- 
zation. 


TBE third meeting in the Endicott- 
Johnson Corporation series of sales- 
men’s conventions will be held at the 
factory on Thursday, Friday and Sat- 
urday, Dec. 27-29, and will be attended 
by representatives covering New York, 
Pennsylvania and Maryland. The first 
meeting was held in Atlanta, Ga., on 
Dec. 14 and 15, and was attended by the 
Southern salesmen of the corporation. 
Herbert C. Clark, general sales mana- 
ger, was “pinch-hitter” for H. D. Sher- 
man, on a leave of absence due to ill- 
ness. The second sales meeting was 
held at the Hollenden Hotel, Cleveland. 
on Dec. 18-20, and was attended by 
salesmen from Western Pennsylvania, 
Ohio, Michigan, Illinois, Indiana, and 
Michigan. 


E. BARTELS of the Keystone 
« Sole & Shank Co., Lynn, Mass., 
is on a Western trip. 


_ meeting of the Board of Gov- 
ernors of the N. S. T. A. to be held 
in connection with the program of the 
eighteenth annual convention of the 
. S. T. A. will be held in Chicago, 
Jan, 4 at two p. m. President Homer 
H. Beals will preside. The regional 
governors of the National Shoe Travel- 
ers’ Association are: Harry P. Lynch, 
Hotel Statler Building, Boston; Clarke 
Browning, 1028 Harvard Road, Oak- 
land, Cal.; C. H. Russell, 3225 Har- 
rison St., Kansas City, Mo.; Halsey 
Elwell, 1623 Hyde Park Boulevard, 
Chicago; Frank J. Weber, 1569 Larry 
Avenue, College Hill, Cincinnati. 


HOMAS LINDLEY BEALS, son 

of Homer H. Beals, president of 
the National Shoe Travelers Associa- 
tion, recently became a benedict. The 
bride was formerly Miss Nell Kath- 
erine Riker of Memphis, Tenn. Prexy 
Beals has recently returned to Nobles- 
ville, Ind., after attending the happy 
event. Mr. and Mrs. Thomas Lindley 
Beals will make their home at 1188 
Faxon Avenue, Memphis, Tenn. 


HARLES T. WALLS covers New 

England for E. T. Wright & Co., 
Inc. Mr. Walls makes his Boston of- 
fice at 703 Rice Building. He is one 
of the best-known shoe travelers in 
New England, and has always been 
identified with “The Arch Preserver” 
and “Just Wright” lines, starting 
with E. T. Wright & Co., Inc., as a 
stock boy about fifteen years ago, mak- 
ing a thorough study of the product 
prior to his road connection. Mr. 
Walls reports a good business from 
his territory. 


RANK J. 

Bewt, dae 
formerly with the 
Clinton Shoe Mfg. 
Co., of Clinton, Ia., 
now sells the Isaac 
Prouty & Co. line 
of Spencer, Mass. 
Mr. Rost has sold 
Chicago and sub- 
urban trade for 25 
years. Just at pres- 
ent he is suffering 
from a broken 
shoulder as the re- 
‘ sult of an automo- 
bile accident, but expects to soon be on 
the road again. The firm which Mr. 
Rost represents has manufactured 
shoes since 1820. 


Frank J. Rost 
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GGDDYEAR GIOVE 


RUBBER FOOTWEAR 


Smart... Neat... Trim 































For three generations Glove 

Brand Footwear has been the 

quality waterproof footwear 
of the country 

















| Seer Glove Sein 
DISTRIBUTORS 


ALBANY,N.Y. . . . . . . Smith and Herrick Co. 
BALTIMORE, MD. . . . . . George P. Thomas, Jr. 
BOSTON,MASS. . .. . . . Hutchinson-Winch 


BUFFALO,N.Y. . Goodyear’s I.R.Selling Company, Inc. 
CHICAGO, ILL. . Goodyear’s I.R.Selling Company, Inc. 
Marion Rubber Company 








| CINCINNATI, OHIO . . The Marks and Stix Shoe Co. | 

| CLEVELAND,OHIO ... . . Cady-IvisonShoeCo. | 
| | COLUMBUS,OHIO . . . . . Marion Rubber Co 
ii | DENVER, COLO. .. . . " ‘The Colorado Rubber Co. 
Hi | DETROIT, MICH. . . . . . . Marion Rubber Co. 
! Cady-Ivison Shoe Co. 
i | GRAND RAPIDS, MICH. . . Marion Rubber Company 
| HONESDALE, PA. . . Durland-Weston Shoe Company 
HOUSTON, TEX. .. . . « « Miller Brothers 
INDIANAPOLIS,IND. . Ginnie -Cooper Shoe Company 
LANCASTER, PA. . . . . . . Long and Davidson 
| LOUISVILLE, KY. . . . . Jno. J. Schulten and Co. 





NASHVILLE, TENN. Richardson-Crockett Shoe Company 
NEW YORK, N.Y. Goodyear’s I. R. Selling Company, Inc. 

Morse and Rogers 
PHILADELPHIA, PA. .. . . H. B. Hanford Co. 
PITTSBURGH, PA. Goodyear's I. R. Selling Company, Inc. 
PORTLAND, ORE. . . . . . Goodyear Rubber Co. 
ROCHESTER, N. Y. . United States Rubber Company 
SAN FRANCISCO, CALIF. . Goodyear Rubber Company 
ST. LOUIS, MO. . . . . . Brown Shoe Company 


Central Shoe Company 
ST. PAUL, MINN. Goodyear’s I. R. Selling Company, Inc. 


il SYRACUSE, N.Y. . . . . Dunn-Salmon Company 
UTICA,N. Y. . . . . The Hurd Shoe Company, Inc. 
WARREN, OHIO . .. . . The Warren Rubber Co. 
WILLIAMSPORT, PA. . . . . . J. E. Dayton Co. 
| YORK, PA. . . « « e « D.S. Peterman and Co. 





| Sold by the Better class of 
Footwear Retailer 


GOODYEAR’S I. R. GLOVE MFG. CO. 
SSS 
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A New Record for 
Traveling 


Lynn, Mass.—Sam Stephens of 
Hitchings-Stephens Corporation, 
Lynn last makers, crossed the 
continent and came back home 
again—all in the short space of 
one week. This looks like a rec- 
ord for traveling by men of the 
shoe, leather and allied trades. 

Mr. Stephens took the night 
express from Boston to Chicago, 
and there climbed into a tri-mo- 
tored plane which took him over 
the Rockies to the Pacific Coast. 
He came back home again the 
same way. 

Though he traveled 5000 miles 
and more yet—HE DIDN’T EVEN 
WEAR THE NEW OFF HIS 
SHOES. 











E. PHELAN now sells the chain 
¢ stores of the country for the John 
K. Martin line of boys’ low-priced 
shoes, as well as the Medway line of 
infants’, children’s, misses’, growing 
girls’ and men’s stitchdowns to the 
chain stores of the country. Mr. 
Phelan has had the latter line for the 
past four or five years, but has repre- 
sented John K. Martin’s boys’ line only 
since the first of November. He is now 
getting samples ready to call on his 
trade right after the Boston Style Show 
of Jan. 2-4, and in the meantime is 
eeting the trade at his office, at 139 
incoln Street, Boston. He explains 
that his stitchdown line of leather plug 
oxfords, with Gleasonite sole, are made 
to retail at a dollar a pair. 


AROLD EDWARDS, who for the 

last 18 years has covered the Balti- 
more-Washington District for the En- 
dicott-Johnson Corporation, recently 
died at his home in Baltimore. He 
leaves a wife and son. Mr. Edwards 
had a host of friends in his territory. 
A tribute to him from the E-J sales de- 
partment is as follows: “Howard Ed- 
wards’ death has removed a loyal 
friend, as well as an able and conscien- 
tious worker. Through his many years 
of earnest endeavor he enjoyed a lon 
and honorable trade with the shoe deal- 
ers in the Baltimore-Washington dis- 
trict. His quiet ways and courtesy en- 
deared him to his many friends. To his 
wife, and son Randolph, we extend our 
deep sympathy.” 


ICHAEL A. FITZGERALD, who 
for the past quarter of a century 
covered Southern Indiana, a part of the 
time for the H. C. Godman Co., died xe- 
cently of bronchitis at his home, in 
Columbus. He had been very ill for the 
past three weeks preceding his death, 
although his health had not been of the 
best for several years. He was a for- 
mer member of the N. S. T. A., a mem- 
ber of the Knights of Columbus, and 
other associations. He leaves a wife, 
two sons and three daughters. 


RS. LEE D. SAWTELLE, wife of 
Lee D. Sawtelle, of Cleveland, who 
travels southern Ohio for the Pied 
Piper Shoe Co., died suddenly as the 


Hugh Hendry 
with the Marathon Shoe Co. 
Wauscu. Wis 





result of an automobile injury. Mrs. 
Sawtelle had been visiting her husband, 
who was in a Columbus hospital suf- 
fering from a fractured skull as the re- 
sult of an accident which he sustained 
when his car, in which he was driving 
from his territory, crashed into a tele- 
phone pole. Mrs. Sawtelle was return- 
ing to a friénd’s house in Columbus in 
a taxi when the machine in which she 
was riding was struck by a Pennsyl- 
vania train and she died almost imme- 
diately. Salesman Sawtelle was not 
told of his wife’s death. in order that it 
might not interfere with his recovery. 
Mrs. Sawtelle was 35 years of age and 
besides her husband leaves a mother. 





Reduced Rates to 
Chicago y 


By T. A. Delany, N.S.T.A. Sec’y 


Boston.—Those attending the 
N. S. T. A. and N. S. R. A. con- 
ventions at Chicago may make 
the trip for a fare-and-a-half for 
the round trip, if they will but 
ask for a reduced rate certificate 
when they purchase their tickets 
for Chicago, and then see to it 
that these tickets are validated 
at the Certificate Validation 
Booth at the Hotel Stevens, Chi- 
cago, before purchasing their re- 

‘turn ticket home. 

Certificates entitling those at- 
tending the N. S. T. A. and N. S. 
R. A. conventions to reduced 
fares may be obtained as early 
as Jan. 3 from New England; 
and from other points of the 
country at an early enough date 
to permit of their arrival at Chi- 
cago in ample time to attend 
both conventions. The validated 
certificates can be: used on tick- 
ets purchased in Chicago for re- 
turn to destinations as late as 
January 14. However, these cer- 
tificates must be validated some 
time during either the N. S. 
T. A. or N. S. R. A. conventions 
of Jan. 4-9. 

As these reduced rates of a 
fare-and-a-half to Chicago are 
available, simply for the asking 
of a certificate at the starting 
point, and getting this certificate 
validated during Chicago conven- 
tion days, it would seem to the 
advantage of all to attend to 
these incidentals and save a little 
on the expense of their Chicago 
trips. 
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A Word for Associations 


shoe 
salesmen do you Mr. 
Knight of the Road? 

A hundred names once were 
reeled off by an old timer. He 
knew them one and all, by their 
first names. Long since has he 
made his last trip, and now is 
telling tales of the road on the 
highways above. 

Many more salesmen are there 
today than then. 

How many of them do you 
know, Mr. Knight of the Road? 

If a hundred you cannot name 
as friends, why just hitch up 
with the N.S. T. A. Get to know 
the other fellows as friends. 

That’s good work for the late 
fall and winter. Join up, and 
carry on the good work of your 
locai and the National Shoe 
Travelers’ Association. 


traveling 
know, 


How many 











ILLIAM S. KULP, who has 

charge of the New York office for 
Dodge Brothers, Inc, is one of the many 
good workers for the national home for 
the traveling salesmen of America. Mr. 
Kulp states that the United Commer- 
cial Travelers, and about 70 other or- 
ganizations, whose principals compose 
the organization committee of the Na- 
tional Traveling Salesmen’s Founda- 
tion, are interested in a campaign for 
the purpose of raising a fund to build, 
equip, and endow a home for aged, in- 
digent, and incapacitated traveling 
salesmen. Ernest Stauffen, Jr., vice- 
president of the New York Trust Co., 
277 Madison Avenue, New York, is the 
treasurer of the fund. Classes of mem- 
bership are listed as follows: “Old 
Guard,” $5,000 or more; benefactor, 
$2500 of more; founder, $1000 or more; 
“Old Timer,” $500 or more; patron 
$100 or more; contributor, $25 or more. 


HE Air Mail Division of the 

United States Shoe Co. held its 
first salesmen’s convention recently. 
Among the salesmen present at the 
two days’ “get-together” were: Gordon 
Spring, who covers Ohio; Charles Co- 
han, Chicago salesman; C. C. Crockett, 
Missouri and Kansas; Goodman Yor- 
kin, Western Pennsylvania and West 
Virginia; George Hasting, Eastern 
Pennsylvania and New Jersey; James 
D. Hayden, Maryland and Virginia; 
C. F. Hardy, Iowa and Nebraska; 
H. L. Gates, Michigan; R. B. Boke- 
meier, Illinois and Wisconsin; B. F. 
Hill, Kentucky, Tennessee and Ala- 
bama; R. W. Joy, New York State; 
J. L. Lightsey, North and South Caro- 
lina; F. L. Lunberg, Minnesota, North 
and South Dakota. A round-table dis- 
cussion of salesmen was held; F. R. 
Cahill, manager of the Air-Mail Divi- 
sion, talked on the merchandising pos- 
sibilities of the line. Charles Auer, 
superintendent of the Louisville plant, 
described the new factory at the con- 
vention dinner. Among the executives 
present at the dinner were F. R. Ca- 
hill, M. W. Scheiffele, W. J. Harney, 
Tom Drugan, Charles Pemen, George 
Neske, Alfred T. Woodward, C. W. 
Alexander and Lou Herzfeld. 
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time of the year when purse strings ate wide open. Hurry- 
ing throngs — buying liberally for relatives and friends — but 
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of merchandise display reaches its height. — 
Will you let another season go by without 
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THE KAWNEER COMPANY, 3313 Front Sereet, NILES, MICHIGAN 
Send "Modern Store Fronts for Better Display’ to 
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St. Louis Shoe Trade Good 


Smaller Sales But Better 
Profit Reported in 


Some Stores 


St. Louis, Mo—It would be much 
easier to write optimistically and en- 
thusiastically regarding the Christmas 
holiday business than to give the drab 
picture as deducted from interviews 
with a majority of large shoe opera- 
tors in the downtown district. Trade 
has been slow. Footwear activity ap- 
pears normal, but the disappointment 
has come in Christmas merchandise 
which up to the present time has not 
shown any demand. Exceptions are 
felt slippers, moderately priced, which 
stores report have scored in the call. 
Buckles, boudoirs and gift merchan- 
dise have only received slight attention. 
When comparing figures against the 
same period of a year ago a sizable 
decrease is noted. 

Weather is still the important word 
merchants use when commenting on 
the situation. With days sufficiently 
warm making an overcoat useless and 
a top coat warm, an appreciation can 
best be imagined as to the effect on 
business. 

Merchants remain optimistic and 
still pray for cold weather before 
Christmas. If this should come with 
snow, the picture will assume a dif- 
ferent tone with prosperity and in- 
creased sales. 


One of the largest stores reports |’ 


sales smaller than a year ago, but with 
profits showing an unbelievable in- 
crease. 

Boots are causing concern among 
merchants, but no one has become 
stampeded, all feeling they are a 
weather proposition and as yet have 
not received the necessary break to 
put them over. 





Santa at Marott’s 


INDIANAPOLIS, IND. (UTPS)—-Each 
day until Christmas, Indianapolis chil- 
dren will meet Santa in the Marott 
Shoe Shop Playland. Several thousand 
embossed invitations were spent to the 
juvenile patrons of Marott’s children’s 
section, and novelties will be presented 
to all who register their name, address 
and age. The method is one by which 
the department builds up its yearly 
mailing list. Emanuel Gebauer, one 
of the salesmen in the men’s depart- 
ment, will act as. Santa Claus. Play- 








land was decorated for the occasion. 








Californians to Meet 
July 15 to 17 


San Francisco, Cal. (UTPS)— 
The 1929 convention of the Cali- 
fornia Shoe Retailers’ Associa- 
tion will be held in San Fran- 
cisco, the dates being July 15 to 
17 inclusive. The sessions will 
be held at the Hotel St. Francis, 
and will be attended by 400 to 
500 shoe dealers and manufac- 
turers, representing not only 
California but other western 
states. In conjunction with the 
convention there will be a com- 
prehensive exhibit of modern 
styles in footwear presented by 
the manufacturers. F. A. Rittig- 
stein, Pacific Bldg., San Fran- 
cisco, is secretary-manager of the 
association, and Melville Kauf- 
mann of Sommer & Kaufmann 
will be convention chairman. 











Big Sale of Zippers 


PROVIDENCE, R. I. (UTPS) —The 
Outlet Company of this city offered, 
one day during the last week, 2400 
pairs of Genuine Goodrich Lo-Zippers, 
priced at $2.25 a pair. By the crowds 
on hand the day of the affair, the lot 
was cleared out in short order. 

The sale was held under the “WJAR 
Feature”, a new store institution tying 
up with the store’s radio station, 
WJAR, and under which one extra 
good value is featured daily. _News- 
paper copy announcing the feature de- 
picts a man before the “mike” with 
picture, description and price of the 
following day’s feature. In the case 
of footwear, merchandise was sold from 
the regular shoe department on the 
street floor which, by the way, is be- 
lieved to be the largest shoe depart- 
ment in the entire East. 


Frank Bonstein Resigns 


ALLENTOWN, PA.—After 17 years of 
service with the Farr Bros. Co., here, 
part of which time he was an execu- 
tive, Frank R. Bonstein, familiarly 
known as “Bonny”, has resigned and 
returned to his former home in Easton, 
Pa. Before going with Farr Bros., 
Mr. Bonstein had worked for 16 years 
for the old C. M. Hapgood Shoe Co. 
of that city. 





Organize to Buy 


Rubber Footwear 


CoLuMBus, OHIO (UTPS)—The Na- 
tional Association of Independent Mer- 
chants recently formed in Columbus has 
for its object collective buying of all 
kinds of merchandise for independent 
retailers, but more especially the buy- 
ing of rubber footwear and tennis 
shoes. The association is headed by 
Clarence M. Long as president; Ed- 
ward Hageman, vice-president; Grover 
C. Brown, general Counsel and Hugh 
P. Thacker, general manager. Mem- 
berships are being sold to merchants 
at $10. In purchasing a membership 
the dealer pledged himself to purchase 
starting with 1929 and for a period of 
five years from any one or all of four 
concerns making rubber footwear and 
tennis shoes. The manufacturers des- 
ignated are the United States Rubber 
Co., the Hood Rubber Co., the B. F. 
Goodrich Rubber Co. and the Cam- 
bridge Rubber Co. 





Consolidated Stores 
Buy Berwald Chain 


St. Louis, Mo.— The Consolidated 
Retail Stores, Inc., of St. Louis, an- 
nounce the purchase of Paul’s chain 
of retail shoe stores operated in the 
South by Paul Berwald, owner of the 
chain. The stores are located in Dal- 
las, Houston, San Antonio, Waco and 
Beaumont, Tex., with an additional 
store in Atlanta, Ga. 

They will become a part of the Con- 
solidated Stores, but will retain their 
identity as did the Senack Shoe Com- 
pany when they were taken over. 
Berwald will continue as head of the 
chain group which he formerly oper- 
ated. He will select his shoes and 
direct the policy. 

The volume of Paul’s stores was 
$1,000,000 in 1928. It was stated that 
the sales in 1929 for the combined 
group of stores of Senack and Paul’s 
will approximate $5,000,000. 

The Paul’s organization will remain, 
including Arthur Voekel, assistant to 
Berwald. An expansion program is 
being planned for this chain with the 
name continuing Paul’s. Berwald will 
make his headquarters in Dallas, Tex. 





Establish Branch Store 


CINCINNATI, OHI0—The Sweet Shoe 
Company, Inc., operating a store at 
436 Vine Street, announces the open- 
ing of a branch store at Norwood, 
Ohio, a Cincinnati suburb. The new 
store is handsomely decorated and 





fitted up in the modern manner. 
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= STYLE 910—Men's 
= Medium Tan Bal Oxford. 
a Full-Grain Willow Calf. 
= Color 026. Blind eyelets. 
= Downtown (French) Last. 
= First quality Bend outsole. 
a Widths C and D in stock. 
= Sizes 6 to 11. 

= The pair, $3.85. 
= 

= 

EE 
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STYLE 911—Same in 
Black. Full-Grain Willow 
Calf. Extra Bright Finish. 
Blind eyelets. O and D 
widths in stock. Sizes 6 
te 11. 

The pair, $3.85. 







BOOT AND SHOE RECORDER 





STYLE that “CLICKS” 
and SELLS ITSELF ~ 





RE 
“Ong 





December 22, 1928 













































IN STOCK FOR IMMEDIATE SHIPMENT 






















HEROLD-BERTSCH SHOE CO. 
GRAND RAPIDS, MICHIGAN 
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Truitt Brothers, Inc. 
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il “The Carton That Opens in the Front” 











| The CAHILL CARTON CAHILL BOX MARKER 
(Copyrighted) 
A VERY EFFECTIVE 
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Men’s Highs Increase 
Trade 


PITTSBURGH, PA.—J. F. 
Peters, manager of Hanan & Son 
Shoe Store of this city, sold 132 
pairs more men’s shoes in the 
three months ending Nov. 1 than 
he sold over the corresponding 
period of last year. He did it by 
pushing high shoes and by in- 
structing every salesman in his 
store to give men’s high shoes 
enthusiastic and intelligent effort. 
He showed high shoes in his win- 
dow—not just one or two pairs 
placed in the background—but 
placed ten pairs on a center ped- 
es-al, and talked to the public 
about them as desirable winter 
footwear. He did not neglect low 
shoes of heavier types for cold 
weather foot comfort. He showed 
colors in the proportion of seven 
pairs of tan to three pairs of 
black and sold tans just as he dis- 
played them—75 per cent tans to 
25 per cent black. Mr. Peters is 
a shoe merchandiser of wide ex- 
perience, although his contacts 
“footwear-wise” with the public 
of Pittsburgh extend over four 
months only. He says that when 
he came here he found everybody 
boosting low shoes only, and so 
he decided that his salesmen and 
he would devote as much time 
and energy to promoting the sale 
of high shoes as they did to low 
shoes. High shoes were shown 
with every pair of low shoes 
shown, with the remark: “We are 
selling a great many high shoes 
these days.” As a result, a pair 
of high, as well as a pair of low, 
are usually sold. At any rate, 
Mr. Peters was 132 pairs ahead 
on Nov. 1, and expects to be well 
over the 200-pair increase-mark 
by Jan. 1, 1929. 











Rubbers, Slippers and 
Hose Move in Boston 


Boston, Mass.—The week of Decem- 
ber 10 opened with a brisk trade on 
overshoes.and slippers. On the first- 
named merchandise, there was offered 
a wide range of grades,.styles and 
prices. One store advertised “First- 
quality galoshes for women at $1.90;” 
another store gave good publicity to 
“Women’s first quality overshoes at 
$5.50;” both shops reported an excel- 
lent business on this item. A visit to 
the various shoe stores at different 
hours on the first three days of the 
week found salesmen working at top 
speed on practically three items — 
overshoes, house slippers, and hosiery. 
One shoe department of a big store 
sold 3,000 pairs of women‘s overshoes 
on Monday, the first trading day after 
the initial substantial snow storm of 
the season. 

In one exclusive men’s shoe depart- 
ments visited, it was interesting to 
note how many women were purchas- 
ing men’s bright colored leather slip- 


Houston, TEx.—The new four-story 
building which is to house the well 
known retail shoe firm of Krupp & 
Tuffly, will be completed within a few 
weeks, it is expected, and the formal 
opening of the store will occur early 
in the Spring. 

The first floor includes a modern 
lobby entrance with men’s hosiery and 
accessories on one sidé with elevators 
to the rest of the floors on the other. 


A Four-Story Shoe Store 


Behind this is the club-like men’s shoe 
department, with wrapping and ship- 
ping department in the rear. The dis- 
play windows will be of the alcove type 
with a daylight system of lighting. 

Women’s shoes and accessories will 
be housed on the second floor; with 
children’s and junior styles on the 
third. Reserve stock will be stored on 
the fourth floor, where, also, there will 
be rest rooms for employees. 








pers. The manager of the section said 
—“Women customers are displaying a 
keen interest in the shades of slippers 
chosen. For instance, one customer 
spent much time in selecting a certain 
tone of brown, because she said that 
her father’s favorite hosiery had many 
brown shades in it.” Women are also 
reported as being big buyers of men’s 
bright colored sport hosiery; at $1.75 
the pair—or three pairs for $4.50, 
packed in a fancy box, there are a 
large number of purchasers for this 
merchandise. Women’s hosiery was 
displayed in several of the windows of 
the city in a small “cabinet” box with 
three drawers. The majority of retail 
shoe merchants report that the past 
week of seasonable weather has boosted 
their business, so that they will un- 
doubtedly close 1928 with at least a 
slight margin over 1927. 





Thomas N. Holland Dead 


LONDON, OHIO (UTPS)—Thomas N. 
Holland, a retired shoe dealer of Lon- 
don, died in a Columbus hospital, De- 
cember 12, following a two weeks’ ill- 
ness. He was 81 years of age and had 
retired from active business five years 
ago. He leaves a sister in St. Louis. 
uneral services were held at St. Pat- 








rick’s Church, London. 








Marott Entertains 
City Administration 


INDIANAPOLIS, IND. (UTPS) —On 
Monday evening, December 10, George 
J. Marott proprietor of “Marott’s Boot 
Shop,” entertained the mayor and the 
municipal administration of the city 
at a dinner at the Marott Hotel. “I 
have seen good city administrations 
and some that were not so good,” said 
Mr. Marott. “I believe it is proper 
and a part of civic duty to publicly 
indorse a good city administration.” 
Incidentally Mr. Marott’s testimonial 
dinner for the city administration was 
on his seventieth birth anniversary. 
Thomas C. Day presented to Mr. Ma- 
rott, in behalf of the men of the Ma- 
rott Hotel, a plaque as a memorial 
to the host, who was referred to on 
the inscription as “the master builder.” 


Third Thom McAn Open 


DetroIT, MicH. (UTPS)—Detroit’s 
third Thom McAn shoe store opened 
for business last week at 414 Michigan 
Avenue, in the Loop Theater Building. 
J. F. Martineau, who is a brother of 
the manager of one of the other De- 
troit units of the well known shoe 
chain, is manager of the new store. 
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BUY 2s you SELL | 


And Avoid Frozen Capital in End-Sizes 
The Recorder, Stock Record System Helps You Do Just That! 


One hour a week 
keeps your rec- 
ords complete. 





Every sale and 
purchase re- 
corded. 


Visible daily turn 
over and sales 
report. 


$5.50 








West of Denver $6.00 
Canada and Foreign Countries $6.50 





postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today; it will 
prove an inval- 
uable aid in keep- 
ing you accurately 
informed from 
day to day. 











100 pages and loose leaf binder—also 200 daily 
inventory sheets. 


| MERCHANTS SERVICE DEPARTMENT 
| Boot and Shoe Recorder 


189 WEST MADISON STREET CHICAGO, ILLINOIS 
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Normal Sales Reported 
by Cincinnati Stores 


CINCINNATI, O.—Retail shoe mer- 
chants report sales for the first half 
of December up to normal although a 
little less than those for the same 
period of last month. November 
opened up with light snows and cold 
weather and shoes started moving but 
the last half of the month was more 
like Fall and this continued until the 
second week of December. Galoshes 
got off to an early start and one mer- 
chant who sold 900 pairs last Winter 
reported that almost that many were 
sold in his store last month. omen 
seem to be willing to pay a dollar or 
two more for their galoshes this sea- 
son in order to get not only protection 
but style as well. 

Black is stronger than it has been 
since the opening of the season and 
merchants expect black patent and kid 
to be among the leaders for Spring. 
Brown kid is another live one and a 
few light colors are being sold. 
little black and brown suede is moving 
but most retail stocks have run low 
and merchants are not re-ordering. It 
is thought, however, that suede wili 
be revived by April if we have nice 
Spring weather. 

Among fabrics employed for evening 
slippers, crepe is most prominent. Most 
of this is made up in white, to be dyed 
the proper shade to match the dress 
or accessories. Some black satin is 
moving and a little gold and silver 
kid is being sold. 


Gun Metal Patent Selling 


PROVIDENCE, R. I. (UTPS)—Morse’s 
Inc., of this city have done unusually 
well with gun metal patent leathers 


which they are selling quite to the ex- 
clusion of other retailers. Mr. Morse, 
manager, states these came out about a 
year ago but have been most popular 
since about June. At present they’re 
selling very well and seem to be very 
popular. They are shown in one-strap 
pumps for the most part. 

Mr. Morse reports pirate boots sell- 
ing only fair. Reports from the John 
Irving Shoe Store also reported these 
boots only fair. Both agreed that, in 
their haste to be the first to get these 
out, the boots had been put out too 
early before the cold weather came, 
which fact gave them only a fair start. 
However, they look for better sales 
during December. 


Forrest Takes Jones Store 


RICHMOND, VA. (UTPS)—R. M. 
Forrest, one of Norfolk’s widely 
known shoe men has rented the store, 
139 Church Street formerly occupied 
by Joseph F. Jones Shoe Company and 
will open soon with a complete line 
of footwear. 

Mr. Forrest, a native of York coun- 
ty, came to Norfolk 21 years ago. 
During this period he has been asso- 
ciated with Joseph F. Jones, retiring 
from the retail field, Mr. Forrest has 
leased the building and will enter the 
business alone. 

New fixtures have been installed and 
a complete new stock purchased. As 
with the old company, Mr. Forrest will 
eater to the popular price field. 


Harmonious and Practical 


ONE of the most unique shoe store 
arrangements is that of the Cantilever 
in Cleveland. In this store W. A. 
Gamble has achieved not only a very 
harmonious interior, but an extremely 
practical one as well. “Pleasant sur- 
roundings are not a theory but a real 
force in selling,” says this shoe mer- 
chant designer. 

Various ways of concealing shoe 
stockrooms have been worked out in 
other stores, but few as cleverly as 
this one. Here are three separate hid- 
den stockrooms, the one on the right 
being the women’s, the men’s is seen 
on the far left and the children’s 
through the far rear door. 

These stockrooms are about five 
feet wide and twenty feet long. They 
are fashioned by building double faced 
shelving against the wall, then making 
a separate room by running a parti- 
tion around the outside. These parti- 
tions with their rounded corners and 
being finished with the same golden 
brown Textone rough plaster finish as 


the walls, blend into the store itself 
very well. 

The entire store interior is of the 
Spanish type, with the children’s de- 
om tema a regular Spanish house, 

alcony, awnings, window boxes and 
all. Animals cut out of linoleum, col- 
ored and pasted on the walls seem to 
prove pleasing to the little folks. 

The selling stock in every depart- 
ment is much more handy and compact 
than when it is racked along the walls 
in the usual manner. While the store 
is 90 feet deep, a salesman does not 
have to walk more than 30 feet to get 
" shoe. 

ighted side wall niches, each hold- 
ing two pairs of shoes are an innova- 
tion in displaying a store’s wares. 

“There is not nearly the sales resist- 
ance in this store as there was in the 
old one. Customers’ minds are not dis- 
tracted or excited by inharmonious 
settings. Our salesforce functions 
much smoother in this store too, as 
they are able to concentrate to a much 
better degree,” is the summing up of 
Mr. Gamble. 














Ruby Store Robbed 


DETROIT, MicH. (UTPS)—A bandit 
entered the Alfred J. Ruby shoe store 
at 1329 Washington Boulevard, in the 
heart of the downtown section, at 8:45 
A. M. yesterday and robbed three em- 
ployees of $19, but failed to obtain 
anything from the cash register. God- 
frey Duskey, manager of the store, a 
clerk and repairman were forced into 
the basement and bound with shoe 
laces after the robbery. The bandit 
escaped and has not been apprehended. 


Offer Photo With Shoes 


St. Louis, Mo.—Myles offer with 
each purchase of footwear $5 or over 
a photograph made by one of the lead- 
ing studios in the city. A coupon is 
given the purchaser, which when taken 
to the studio entitles the holder to an 
8x10 picture. It was said by an official 
of the department that indications are 
it will attract business. The scheme 
has just been placed in operation. 


Takes Over Whitmore 


Store in Providence 


PROVIDENCE, R. I. (UTPS) — Allen 
Kinsey, for fourteen years with Whit- 
more’s Shoe Store, has now taken over 
the business which was recently moved 
to the Alice Building here. Mr. Kin- 
sey plans to continue with the same 
policies, At the present location busi- 
ness has been unusually good, 400, 
nearly all women, being in the store 
last Saturday. 

Roy Whitmore, former owner of the 
store, is at present in Portland, Me., 
where his father conducts a shoe busi- 
ness, 


New Shoe Stores 


Charles Horowitz (New York Shoe 
Shop), 7 Main Street, Watertown, 
| Mass. 
| Central Shoe Store (Frank Wash- 
| atka and Floyd A. Vogel. props.), 104 
' West Ludington Ave., Ludington, Mich. 
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Start the New Year Right with 


—a practical business | 


builder for shoe merchants ¢ 


—AND, is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 
MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 
NOW READY 
JANUARY CARDS 


(3 Colors—Blue, Yellow and Black) 


SINGLE SHOW EACH. CHECK 
CARDS ¢ 


WITH ORDER, 
PLEASE. 
Select any subject below by number ‘ 
Special hand lettered text of your own on card carrying a 
two-color New Year design, shown to the right, $1.00 each. . 
Shoes 


Available to merchants in towns only where there is not 














































an annual card service member. T 
WOMEN’S - oem te CARDS n¢eommon 
No. 1—Shoe =~ letest No. s and Ends. 
0. pa NO rer pmema ee No. 10—Thie ealo—our shoes and for the 


No. 2—Black Satins. 
No. 83—Walk and Be Healthy— 


oxfords. 
No. 4—Fine workmanship, ma- 
terials, style. 


GENERAL 

No. <— desire -— serve you 
well. 

No. 6@—New Year Smartness, 
styles. 

No. ee are particular as to 

t 
No. 8—Wear Our Shoes for, etc. 


MEN’S 
No. aa? ~~ ies shoes rests your 


eet. 
No. 12—Well dressed man—con- 
servative, correct styles. 
CHILDREN’S 
No. 183—Junior models — aid 
growth of perfect feet. 
HOSIERY 
No. 14—High quality—plus mod- 
est prices. 
GALOSHES 
No. 15—Health Insurance. 


N. B.—The privilege of exchange of current month’s cards 
is available to annual card service members who may find 
listed above card texts which better cover their merchan- 


dising program. 


woman who likes 4 
Something Different 


ong we show you 
our latest arrivals? 











Above illustrates type of January cards— 

colorful and full of New Year “Let’s Go” 

spirit. Sure to hold the window-shopper’s 
attention to the window trim. 
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Attractive 
Hand-Lettered 
Price Ticket 
Actual size, gold and 
reddish brown ign, 
black figures—80 dif- 
ferent prices. 
69c to $17.50 


25c per dozen 
6 doz., $1.25 


Check With Order, 
Please 











Printed Price Tickets 


All Regular and Clearance Sale. 
Prices from 25c to $22.50 


6-doz. assorted $1.10 








12 each of 6 different 
prices 
85c 








12 of one price, 15¢ 








12 doz., $1.50 
24 doz., $2.50 











Cash or stamps with 


lack Figures ” 


der—B 
(Actual size) 
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Recorder Show Card Service 


Recorder window cards induce more window-shoppers to come inside your store:—thus you get 
more shoes and accessories sold. Window-shoppers who pass on are frequently lost; they are 
liabilities. Turn them into a store asset, at least, by speaking to them thru effective Window 
Cards. Impress a thought upon their minds about your store service, styles, quality. Thought 
means action. 

Recorder Show Cards in your window will make your window-shoppers think 

your way—right at the moment of looking into the window—also when they 

remember to tell their friends what you said. 

Say nothing—they remember nothing! 


Select the 
Service You W ish— 


, Then Mail Coupon 
Try the Service 8 cards (7”x11”). 


for 30 Da Service 2 Art Card Holders. 
ys No. 1 100 Blank Price 


be Tickets. 
Mail the Coupon $4.00 monthly ($48.00 the year). 


. i 10 d 7”x11”). 

- In the panel are brief de- Service p Ane | ual 

scriptions of the several No. 15 100 Blank Price 
. : so ckets. 

ee ae ote Fok y H $5.00 monthly ($60.00 the year). 

one you wish. Try it for a JUNIOR a ve 

month. Then if you are not Service } ecaahay 5 


entirely satisfied, you simply 50 Blank Price 
pay for the one month's $2.25 monthly ($27.00 the year) 
showing at the low yearly , 7 . ee 


rate. Fair enough, you'll Printed Price Tickets 


agree. Mail the coupon today! aut of ae by ine . 


per month if wanted with any 
annual card service. 


2 er 


COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, IIl. 

Please enter our order for the Recorder “Selling 
Messages" card service No. for one 
year, consisting of cards each month, 
and 2 art card holders, with the first month's 
service, beginning = = cards for January, for 
which we will — per year, payable 
$ per mon 

For cash in advance full year’s service, 5% 
discount. 


We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 


We prefer:—Card holders, or frames (gold) (silver). 


Place following initials on frames (not more than 














Art Card Holder Base (above) 


Comes in oon. Gold or Silver er ae finish, Vey 

lined bottom. tore name in panel, if wish. 

hm You'll be proud , A 
your finest window fixtures. 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


.. Store name on card holders 
Printed Price Tickets: — 


$—— s—_ $ $ $—— s——- $s. $¢—_- 
(Any price: 15¢. per dozen) 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 
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WHERE TO BUY 
Men’s Shoes 




















50 STYLES IN STOCK 


BMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Dew 


JMPORT-ARCH SHC 


co. 




















QQ. srg nan 


BOSTONIANS 








MEN’S FINE SHOES EXCLUSIVELY 














Shoe «Market News 


In The Boor anp SHoe REcorpDER 





NATIONAL NEWS 


SATURDAY, DECEMBER 22, 1928 


EVERY WEEK 





Freer Buying 
Of Shoes for 
Early Spring 


Buying Peak, However, Will 
Not Be Reached Before 
January 


LYNN, Mass.—Business here is mov- 
ing along a bit faster as buyers place 
orders for footwear for replacement 
of stocks, winter resorts and early 
Spring. But the peak of buying won't 
come until January. Some foresighted 
merchants are anticipating it. 

Styles: follow the chart, yet most 
every buyer seems to have his own 
interpretation of the style program. 
So this situation is not as clear as it 
might be. Quite a number of thrifty 
fellows have their eyes more on the 
profit than on the fashion, and the 
number of them is increasing. How- 
ever, it continues true that styles that 
are new, like eggs that are fresh, com- 
mand the best prices. 

Much secret stuff is going on, and a 
lot of samples are locked up in the 
safe, or some other place, where a per- 
son cannot get even a glimpse of them 
unless he is lucky enough to be on the 
list of preferred customers. 

Every size a model size is among 
the new ideas that are going into ac- 
tion. This means the correct height and 
pitch of the heel as well as the right 
spring of the toe for the big sizes and 
the little sizes, as well as the model 
sizes. This ideal is gained by co- 
ordinating lasts and patterns. It is a 
subject quite technical, and only mathe- 
matical minds should dig into it, if 
they would escape brain fatigue. How- 
ever, it is a means to getting more 
shoes fitted right. 


Employment Gains in N.Y. 


AxBany, N. Y.—Employment in New 
York State factories remained at prac- 
tically the same level in November as 
it reached in r, according to In- 
dustrial Commissioner James A. Ham- 
ilton. This conclusion is drawn from 
the monthly reports to the Department 
of Labor made by manufacturing firms 
employing about one-third of the fac- 
tory workers in the State. The list of 
factories has remained practically the 
same since 1914 and represents the 
various industries in the State. 

Holding to the October gains is sig- 
nificant inasmuch as this marks the 
first time since 1925 that November has 
not receded from the fall peak reached 
in October. 

Shoe manufacturers reversed their 
amd of October. Up-State firms in 

ovember cut forces while those in 
New York City increased employment. 





Manufacturers to Meet 
in New York, Jan. 
15 and 16 


The Twenty-fifth Annual Con- 
vention of the National Boot & 
Shoe Manufacturers Association 
will be held at the Hotel Astor, 
New York City, January 15 and 
16, 1929. 

As this is the twenty-fifth anni- 
versary convention, special plans 
are being made to make the con- 
vention an outstanding event in 
the history of the association. 

Men of national reputation will 
address the convention; and es- 
pecial plans are being made to 
make the silver anniversary ban- 
quet especially enjoyable and 
profitable to the members. 

The program has not yet been 
completely arranged; but in view 
of the fact that it is the pur- 
pose to make the twenty-fifth an- 
niversary an even more outstand- 
ing affair than previous conven- 
tions and banquets of this 
Association, advance reservations 
received indicate that there will 
be an even larger attendance 
than in previous years. 














Heavy Bookings for 
Spring in Boston 

Boston, Mass.—Shoe factories are 
operating on rush orders. Spring or- 
ders are being booked in goodly num- 
bers, with the prospect of many more 
orders being taken during the Boston 
and Chicago shoe style shows. An ef- 
fort is being made to advise merchants 
to keep back the light colors of beige, 
and sunburn shades until March 1, at 
least. 

Wholesalers report the sale of many 
patent leather shoes, trimmed with 
black lizard and other reptile appliques, 
either genuine, or simulated. Side 
trims on shoes, and high throats with 
pointed tongues, also delicate pipings, 
are noted on the new numbers. 

This market is increasing in popu- 
larity as a source of children’s shoes. 
One of the marufacturers here is now 
offering from stock twenty-five differ- 
ent styles in footwear for the young- 
sters. 

In kid, colors dominate the situa- 
tion. Beiges remain in the lead, brown 
kid is a moderately good seller, and 
elk sides are in demand. In calf, black 
is the best in men’s weights. Women’s 
colors are reported in good demand. 
Water snake is reported to be one of 
the popular numbers in reptiles. 
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Demands Duty on Reptiles 


LYNN, Mass.— Congressman Con- 
nery, who represents this shoe and 
leather district, has offered in Congress 
a bill providing for a duty of 30 per 
cent on all tanned skins of snakes, 
lizards, alligators or other reptiles 
that may be imported into this country. 

His bill also provides that reptile 
pelts in crust, or partly tanned, may 
come in subject to a duty of 20 per 
cent. 

Congressman Connery also has be- 
fore Congress bills providing for pro- 
tective duties on shoes and leather. 


Harding Vice-President 
of Liberty Shoe Co. 


Normand P. Liberty Charles B. Harding 
FARMINGTON, N. H.—Charles B. 
Harding, formerly the head of the 
Harding Shoe Co., of Haverhill, Mass., 
has been elected vice president of the 
Liberty Shoe Co., of Farmington, of 
which Norman P. Liberty is president. 
Mr. Harding, who has had years of 
experience in the merchandising and 
manufacturing of footwear for women, 


will continue to sell the volume trade © 


only; and will also work with Mr. Lib- 
erty in styling the Butterfly line, the 
trade name of the footwear manufac- 
tured at this plant. 

Mr. Harding reports that the fac- 
tory is pee f busy and that orders 
on hand are sufficient to keep the plant 
running for an indefinite period. The 
Liberty Shoe Co. specializes in the 
manufacture of shoes by the Little- 
way Process. 


Walk-Over Meet at 
Chicago, Jan. 10-11 


BROCKTON, Mass.—Walk-Over folk 
will hold a convention during the days 
of the National Shoe Retailers Associa- 
tion “meet” at Chicago. January 10 
and 11 are the dates chosen by the 
George E. Keith Company for its “get- 
together.” A special club suite for 
the sessions and a large hall for the 
final banquet and style show has been 
reserved at the Palmer House, where 
the company wili also have sample 
rooms open all through the week. 

The two women’s selling rooms will 
be in charge of Chester Taber and 
Howard Keene, while Frank Wall and 
Ted Menhall will have charge of the 
men’s lay-out. The Walk-Over Com- 
pany will also have a large reception 
room and a booth at the N. S. R. A. 
“meet”; the large room is for display 
purposes, also for registrations for 
the Walk-Over Convention. 





Shoe Polish Producers | 
Hold Annual Meeting 


Morrow and Other Officers 
Reelected 


New York, N. Y.—The Shoe Polish 
Manufacturers’ Association of Amer- 
ica held its Eleventh Annual Meeting 
at the rooms of the Merchants’ Associ- 
ation of New York, Woolworth Build- 
ing, December 11. 

During the session a large number 
of matters of interest to the shoe pol- 
ish industry were discussed and acted 
on, the meeting being one of the most 
interesting in the annals of the Asso- 
ciation. 

President Morrow, in his Annual 
Report, stressed the importance of shoe 
polish manufacturers conducting their 
business on a basis that will ensure 
them a profit. He also expressed the 
sympathy of the shoe polish manufac- 
turers with the efforts of the shoe 
manufacturers of the country to have 
hides and skins retained on the free 
list while, at the same time, obtaining 
a reasonable protective duty on foot- 
wear. 

After disposing of a number of 
routine matters those present held an 
interesting Round-Table discussion on 
return goods, drop shipments, 


store, the need of correct cost figuring, 
and other subjects of interest to the 
trade. It was the consensus of opin- 
ion that the return goods trouble is 
gradually improving in the industry. 

fficers were re-elected as follows: 
President, Thomas A. Morrow, Gold 
Dust Corporation, New York City, N. 
Y.: Cice-Presidents, Anthony L. Aste, 
Griffin Mfg. Co., New York City, N. Y., 
and S. A. Everett, Everett and Barron 
Co., Providence, R. I.; Secretary- 
Treasurer, Thomas F. Anderson, Bos- 
ton, Mass.; Executive Committee, the 
Officers and Louis M. Hannum of 
Whittemore Bros. Corporation, Cam- 
bridge, Mass. 


Black Being Bought 


for January Delivery 


CINCINNATI, O.—A majority of the 
shoe factories in this district will op- 
erate at 25% to 50% capacity until the 
first of the year and are then expected 
to open up on full time schedule. One 
manufacturer reported that his fac- 
tory has been at capacity since the 
last of November, taking care of or- 
ders for January 15th delivery. One 
or two factories making footwear 
chiefly for chain stores and jobbers 
have operated on full time schedule 
for more than a month. 

Bookings for the past few weeks 
show that merchants are buying pretty 
freely of black patent and black kid 
for January delivery and much light 
colored kid is being ordered for later 
delivery. Manufacturers expect a good 
season for colors, especially sunburns 
and the beiges. 

Many of the patterns used last Fall 
are being offered to the trade for 
Spring and seem to be taking well. 
The new Spring patterns that are most 
popular with the trade are those with 
medium narrow toes and heels slightly 
lower than those on shoes being sold 
at retail at present. 
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WHERE TO BUY 
Men’s Shoes 
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WOOD SOLE SHOES 


Heavy Full Oi) 
Grain Leather 


A. _H. RIEMER 
HOE CO. 
Manufacturers 
since 1887 

Milwaukee, Wis., 
U. 8. A. 











the | 
menace to manufacturers of the chain | 





STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 


ee ee eee 


WHERE TO BUY 
Slipper Quilting 


Oe 6 8 ee Oe re 





SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 


6 Oe ee a 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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MAISON MANN, ine. ; 


“Decidedly Different” : 
Importers Manufacturers 4 
CuT STEEL > 
BEADED-FRHINESTONE $ 
3 West 20th St., New York 4 
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¥a——-Yaeee— ¥ 
E CUT STEEL— E 
IMITATION STEEL 
i BEADED 
SHOE BUCKLES 


T «a. & 8. VEITH, Inc TFT 
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af —I mporters— 
9-11 East 38th, New York 
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WHERE TO BUY 


WV omen’s Novelties 
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IN STOCK: $3 to $6 Sellers 
if you don’t want more 


Samuel Cohen 
Shoe Co. 











BONDWAY 


PROCESS 
of remark- 
smartness 








BOND SHOE COMPANY, 132 Duane St., New York 
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‘WHERE TO BUY 
Ballet Slippers 





oe, eet Bal- 
ppers 
$1.25 


BLOG SHOE CO., INC. 
147 Deane 5St., 


New York, N. Y. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 

IN sTOcCK 
b+ porta Sse: 


Bend for 
ROTH & ROSENBERG SHOE (Uv. 





124 N. t., ladeliphia 








Brooks Ballet Slippers 


Child's 
$1.35 
1.20 


Misses’ 
$1.40 
1.25 


Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 


1726-35 No. Gth St., Philadelphia. 
Los Angeles: 1162 So. Hill St. 








Rights and Lefts 
Two Grades 
Wos. Miss. Chi. 
81.50 $1.45 $1.40 
1.36 1.80 1.25 











| 
| 
| 
| 




















St. Louis Shoe 
Shipments Show Gain 


St. Louis, Mo.—November showed a 


' decided betterment in shipments over 


October and gains were reported in a 
majority of the houses. Sales however 
were strained in making a showing 
against the figures of a year ago and 
for the most part failed in this respect 


as decreases for this item were men- | 


tioned by some of the firms. 

December has started well and those 
officials seen, anticipate a gain in the 
business. The salesmen will be off the 
road for most of the companies. Prac- 
tically all sales conferences will be held 
starting Dec. 17 when the new lines 
will be gone over. Not all of the 
sample shoes have been completed, 


especially a few high styled numbers. | 
| These will be sent to the men before 


they go into their territories around 
the first of the year. 


The Eighth District Federal Reserve | 
Report just issued has the following | 
to say regarding the shoe industry. | 
“October sales of the five reporting in- | 
terests were 4.0 per cent smaller than | 
a year ago and 2.7 per cent under the | 
Stocks on | 


September total this year. 
Nov. 1 were 18.5 per cent in excess of 
those on the same date in 1927 and 
6.3 per cent less than on Oct. 1 this 
year. In the yearly loss were repre- 
sented men’s heavy wear shoes and 
other seasonal goods. Prices of 
finished goods showed no _ change 
worthy of note as contrasted with the 
preceding thirty days. Factory oper- 
ations were at from 92 to 95 per cent 
capacity.” 


J. W. Murray Now 
Heads Riley Shoe Co. 


CoLumBus, OHIO— At the annual 
stockholders’ meeting of the Riley Shoe 
Mfg. Co., held in Columbus on Decem- 
ber 10, the following directors were 
elected: G. E. Tetirick, John D. Ryan, 
J. Warren Murray, Charles G. Shriner, 
George Yellig, and Walter J. Anding. 

J. Warren Murray, director of man- 
ufacturing was elected president of the 
company. Mr. Murray, a veteran in 
the shoe industry, has been associated 
with the company for a number of 
years and his election to the presidency 
expressed the gratitude of the board 
of directors for his untiring efforts 
for the organization... 

John Zuber, secretary of the Frank- 
lin Loan and Savings Bank was 
elected to the vice-presidency. John D. 
Ryan, who has been associated with 
the organization for more than twenty 
years, was elected secretary, treasurer 
and general manager. George Yellig, 
another member of the board, has also 
been with the company over twenty 
years serving as the cost-reduction 
expert. Walter Anding, superintend- 
ent of the factory, is another veteran 
in the organization serving over twen- 
ty-five years. Charles G. Shriner, 
Director of Publicity, now fills the 
place on the Board held by his father, 
the late Dr. P. D. Shriner, who was 
vice-president of the company for over 
fifteen years. 














The Three Musketeers 


Pictured above are the Three Mus- 
keteers who idled and played for sev- 
eral weeks in Havana forgetting en- 
tirely that there has ever existed in 
the United States any such thing as 
the shoe business. The smiling gen- 
tleman in the center with the French 
beret hat is Miles L. Bleecker, presi- 
dent of the Bleecker Shoe Company. 
Behind him is Archie Kleven, presi- 
dent of the Kleven Shoe Co., Spencer, 
iMass., and in front is Dick Apt of the 
E. R. Apt Shoe Company, Manchester, 


The picture gives one the impres- 


| sion that even shoe men can have a 


good time in Havana. 


Shoes for Shoppers, a 
New Footwear Specialty 


LYNN, Mass.—Shoes for shoppers, 
a new specialty, made some footway 
during the Christmas shopping season, 
and are expected to gain further. They 
are built with a 13/8 heel and a cradle 
counter, so that the foot in them 
pounds the pavement for five or ten 
miles of a shopping trip and the shop- 
per can buy intelligently, as well as 
cheerfully, because her feet do not 
hurt her. 

Treads of shoes are getting more at- 
tention. Buyers, seasoned in the school 
of experience, spin over a sample shoe, 
and squint along its bottom, like a 
sharpshooter along the barrel of a 
rifle, to see if the plane of the tread 
of the sole is correct. A shoe that 
treads right will wear right, and hold 
its shape. If it does not tread right, 
both the style and the foot is in dan- 
ger of getting wrecked. 

Another patent on a method of 
smoothing linings was recently taken 
out. It provides for fastening the 
shank piece over the lips of the quar- 
ter lining so as to hold them smooth. 
Heels are tender these days of thin 
hosiery, and they will be more tender 
if no stockings are worn. 














December 22, 1928 


BOOT AND SHOE RECORDER 





55 





William J. St. Louis Dead 


READING, Mass.— William J. St. 
Louis died December 14 at his home 
here. He had been ill for a month, 
and the last two days in a state of 
coma. He was buried in Albany, N. 
Y., in the old family plot. Mr. St. 
Louis was sixty-four years of age, and 
is survived by his widow and two sons. 

“Billy” St. Louis, as a veteran shoe 
traveler, covered the South and also 
New England. He was the happiest 
of travelers, full of fun and laughter, 
and made friends innumerable. Stock- 
ily built, almost as broad as he was 
high, he was an individual of tremen- 
dous ' scpeteaaated He will be much 
missed. 


More Color and Novelty 
for Men in Spring Shoes 


BROCKTON, Mass.—Color and nov- 
elty is promised in men’s footwear for 
the coming spring season if a pre-view 
of some of the samples which will be 
exploited at approaching style exhibits 
are a criterion. And the color and 
novelty will not be confined to women’s 
lines, either. 

What few of the squatty-toed de- 
signs have defied fashion’s edict and 
have remained behind to hold popular- 
ity are gone in the spring models, all 
of which have the English or custom 
toe. Odd pattern cuts are more notice- 
able in men’s lines than ever before. 
The sport line is classic in its beauti- 
ful use of contrast leathers. Except 
in the very high-priced lines and shoes 
for the older men there will be very 
few blacks, almost all the shoes being 
tans running a wide variety of shades 
and tans in contrast. Medium heels 
will be the rule. 

Many sport lines will have perfora- 
tions clear through to allow air circu- 
lation to the foot.. One of the novel- 
ties is a two and a three-eyelet blucher 
and a two-eyelet bal with contrasting 
ribbon lace. The few blacks are 
pepped up. me 

ere is no describing women’s lines 
so wide a variety of design and color 
do they come. hey have been done 
in all the approved tones for spring. 
Heels will be rather high. Light-soled 
oxfords and strap designs are predom- 
inant, and there are many variances 
of the pump. Fluted tongue effects 
give a new note in some of the lines 
and attractive metal buckles are an- 
other feature in pump lines. Knotted 
and fringed laces also are attractive. 


Riley Shoe Mfg. Company 


Installs Compo Process 


CoLuMBus, OHI0.—The Riley Shoe 
Manufacturing Company has completed 
the installation of machinery used in 
the production of shoes made under the 
Compo Process. The company will 
produce a line of Compo Process shoes 
in addition to McKays and welts. This 
Compo Process is known as the tack- 
less, stapleless process. It is being 
widely accepted by prominent mer- 
chants throughout the trade. 

As an indication that American 
made shoes are in demand abroad, the 








Riley Shoe Manufacturing Co. an- 
nounces the shipment of a good sized 
order recently to Hanan & Sons, Lon- 


don, Eng. 








Early Orders for Sport 


Shoes Booked in Boston 


Boston, Mass.—Shoe factories here 
are making footwear for Spring and 
early Summer showings in a wide va- 
riety of beige shades of kid and light- 
weight calf for women’s wear, and in 
tan, as well as a good many black, 
calf shoes for men’s wear. Black calf 
shoes for men are leading in the im- 
mediate demand. In children’s foot- 
wear, elk leathers in shades of tan, in 
addition to patent leathers, in all of 
the grown-up patterns, with sport 
types predominating, are being dis- 
played preminently. 

One house, which does a large vol- 
ume of advance business in women’s 
shoes, reports a surprising sale of 
white kid shoes for Spring and early 
Summer. All manufacturers in this 
section say that they are having an un- 
precedented advance call for sport 
types in men’s and women’s shoes. In 
women’s patterns for Spring, outside 
of sport types, step-in pumps and Re- 
gent pumps are among the numbers on 
order. With the popularity of sport 
types has come a resulting demand for 
crepe and composition soles. 

Women’s McKay shoe manufactur- 
ers are increasing their production, and 
the principals report that they antici- 
pate a lively business on sandal types 
in light colors, including red and green 
kid for early Spring selling. Patent 
leather shoes, regarded as staple num- 
bers, are selling well in conservative 
patterns. The leather itself is attract- 
ing an increasing amount of interest 
both here and abroad. It is stated that 
Switzerland is in the market for pat- 
ent leather and could readily use over 
1,000,000 square feet of American pat- 
ent leather annually. 





Czechoslovakian Exports 


Show Big Increase 


WASHINGTON, D. C.—Czechslovakia 
ranks second in the world in the volume 
of her shoe exports, being led only by 
England, the oldest shoe exporting 
country of all. However, Czecho- 
slovakia has now surpassed the latter 
country in point of view of value. Dur- 
ing the first eight months of 1928 she 
has exported shoes to the value of 
639,000,000 crowns, compared to En- 
gland’s export figures of 569,000,000 
crowns. The United States, which in 
the past exported on the average six 
times as much as Czechoslovakia, has 
reduced her shoe exports during the 
first eight months of 1928 to but 262,- 
000,000 crowns. This is but one-third 
of the present value of Czechoslovak 
exports. Germany exported more than 
double the quantities which Czech- 
slovakia exported in 1924, whereas now 
they amount to but one-fourth of the 
Czechoslovak figures. France ranks on 
a par with Germany. 

The figures show that during the 
first eight months of 1928 only Czecho- 
slovakia and England have increased 
their surplus of shoe exports over im- 
ports, the former by 258,000,000 
crowns, and the latter by 76,000,000. 
The United States has shown a loss 
to date of 128,000,000 crowns, Ger- 


many, 80,000,000, and France, 17,000,- 
000 crowns. 





mn es me es ee ere 


WHERE TO! ‘BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., ING 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Tra, Ostalog 
sont on 
request 
HIGH GRADE TURN MULES and 


Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2%-9 
No. 3-2 at $2.35 


MORAN-HERMANN.- 
yg hy 





D’ORSAYS 



































} ore 
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Do You Know? 


That you can buy or sell it through 
Bay” colamns. This 


the to 
feature in its service is a time 
saver in m g immediate needs. 
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WHERE TO BUY 
Spats 





Imported English Made 
Broadcloth 





IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Deane St., New York, N. Y. 





- 


ENGLISH TYPE 


Made of Best 
Water Proof 
Cravenetted 

Materials 


1 and 2 dozen Samples Cheerfully 
Submitted on ten day trial 


GOLD SEAL 
836 Broadway 





New York 











EAT BF 48 TS Oe, OTT ee TO OS 


WHERE TO BUY 


Bowling Shoes 





BOWLING SHOES 
zi 


$3.25 


BROOKS 
SHOE MFG. Co. 
1728 Ne. Cth St. | Philadelphia, Pa. 
Los Angeles, 1162 Se. Hill 





WHERE TO BUY 
Slipper Supplies 

















L. P. Wright Now 
Goodrich Manager 


Boston, Mass.— 
L. P. Wright who 
has been in the sole 
and heel business 
for a good many 
years has just been 
appointed Eastern 
manager of sole and 
heel sales for the 
B. F. Goodrich Com- 
pany. 

Mr. Wright has a 
national acquain- 
tance among the 
shoe manufacturers, 
shoe jobbers and mail order houses. 
He will continue to have his headquar- 


kL. P. Wright 


; ters in Boston, although he will spend 


considerable time in New York City. 


Indianapolis Trade Good 


INDIANAPOLIS, IND. (UTPS) — In- 
dianapolis Shoe Merchants are having 
one of the largest volumes in Christ- 
mas slippers in years, is the general 
report. All the down town merchants 
are giving more than the usual amount 
of advertising space in featuring the 
merchandise, and special wrappings in 
Christmas boxes are being used as 
inducement. Several of the larger 
stores report their business ahead of 
last year at this period, and expect 
to do the largest business in years. 
Colored house slippers are the best 
sellers. 


29th Birthday 


New York, N. Y.—The Concord Shoe 
Company, Inc., 116 Duane Street, 
wholesale establishment, is celebrating 
its 29th birthday this month, having 
been founded in December, 1899. In 
announcing its birthday the company 
calls attention to the fact that on its 
books are still the names of many 
manufacturers from whom shoes were 
first bought, as well as a large number 
of first customers. 


Jack Bevill Dead 


ATLANTA, Ga. (UTPS)—Jack Bevill, 
assistant manager for the men’s shoe 
department at the Davison-Paxon com- 
pany’s Atlanta store, died suddenly on 
Sunday evening, Dec. 9, from a heart 
attack. For many years, before com- 
ing to Atlanta, Mr. Bevill had been 
a member of the firm of the E. E. E. 
Shoe Company in Memphis, Tenn., and 
he was one of the best-known shoe men 
in the section. 


Two New Senack Stores 


Sr. Louis, Mo—Jan. 15.— The 
Senack Shoe Company will open a de- 
partment in Byron’s ladies’ specialty 
shop, San Antonio, Tex. On Feb. 1 
another shoe department will be opened 
in Livingston’s, an ultra smart wom- 
= specialty shop in Youngstown, 

io. 











WHERE TO BUY 
. Children’s Shoes 





“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 











WHERE TO -BUY 
Standard Shoe Materials 


Ot ee 











Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danvorspert, 95 Seuth St., Beston, Mass. 











est t Virginia 


Scientifically Fibre Board to an exact 
Uniformity of Quality. 
WestVi Virginia Pal p&PaperCon 
estVir, Ld, ~ hee mpany 
Chicago 











WHERE TO BUY 


Store Fixtures 
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he Best-Made. Ro cae 
Boudoir NOW You Can Buy 


For many ee oon 
has acknowled e 
workmanship and_material Constant Shopper Interest 


i Greeley Boudoirs. 
2 "We as ihe eiellilo a for A Few Dollars. 


IN of this endorsement in 


STOCK the steady orders re- 


ceived from the lead- On those few feet of unoccupied and 
ing merchants of the unproductive floor space outside your 
sagem store you can place a Silent Salesman 


_ A. W. GREELEY ‘ Display Case to attract passersby 
xg 12 Duncan St - - - Haverhill, Mase. pet to look at your merchandise and new 
customers to come into your store. 
These cases, because of the interest 


APPROVED BY MEDICAL MEN they attract to your merchandise, 


7 oe will pay for themselves in a surpris- 


pf nowy Tn ingly short time. Write us for in- 


gL formation about the Silent Salesman 

veloper is ¢ , > 
pan ME way ell best adapted to your needs. 
known surgeons 
recommend its use. 


Make your stock 

of children’s shoes 

complete by send- 
ing your order today. 


Phone Brockton 2133 for im- 
mediate action. : 


BURKLEY SHOE CO. 
1156 No. Main Street 














36 Pair Cases 














WVENTILATIONS 
PATENTED 

















Your Friends Won’t Tell 


You— 


And the Boss hasn’t the time. But you 
can easily learn the important facts of shoe 
and leather manufacture if you will devote 
ten minutes a day to a page or two of the 


Shoe and Leather DISPLAY CASES 


Lexicon 
This Sales-Making Tome Costs Only Fifty Cents DETROIT SHOW CASE Co. 


(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 1670 W. Fort St., Detroit, Mich. 
80 Federal Street, Boston ie WR 





SPADE MARK 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION. 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. 
LINES WANTED a? vertisers desires replies forwarded direct to their 
de per word. Minimum Charge 75¢. each word of their address must be counted in the ad- 
ALL OTHERS 5 : : 
Se aur wet, inti C $1.25 vertisement and paid for accordingly. 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 























SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED Live Wire Salesmen Wanted 


By progressive Western organiza- 
tion for a real fast selling line of 
FOR NEBRASKA AND COLORADO TERRITORY women's novelties. All in stock 
carried in widths, retailing at $4, 

TEXAS TERRITORY $5 and $6. Territories open after 
January ist—IOWA, MINNESOTA, 
MINNESOTA TERRITORY NEBRASKA, OKLAHOMA, KEN- 
: TUCKY, TENESSEE, MISSISSIP- 
Nationally known manufacturer of Children’s, Misses’ and College PI, ALABAMA. Liberal commis- 
sion arrangement. Weekly ad- 


girl shoes—nationally advertised, has opening in above territories vances against orders received. A 
real opportunity. Address D-877, 


for experienced salesmen with a following, who can show con- care Boot and Shoe Recorder, 80 

sistent record of sales during the past seasons. 7% commission ee Te Tee 

against drawing account or 5% commission and expenses. Give 

full details in your first letter as to present connections and earn- 

ings, age, experience, etc. Information will be treated strictly 2 a ats aan conn 
has openings in northern New York 


confidential. Address D-872, care Boot & Shoe Recorder, 80 eee keen wad eae. 


for commission salesmen with good records. 


Federal St., Boston, Mass. Please give your complete story in on Sao 


























SALESMEN WANTED SALESMEN WANTED—Real producers in 


the following territories:—North and South 
For salesmen with a following and established trade, we will have the following Dekot, —_ hg amy pom, Sao, 
‘exas, 

States oe after the first of the year: ” ‘6 "Ohio. New York, Illinois, Indiana, 
Alabama, Georgia. We are manufacturers of 

Alabama Arkansas one rf ine oldest lines of Sark how. ire 
Louisiana Mississippi ‘ords an oes, a re ine— 
Indi Pp BIG commissions paid to the right man—estab- 
a . Kansas ne lished territory—only live wires need apply. 
N. Wisconsin Upper Michigan Address D-846, care Boot and ghee Recorder, 

California 189 W. Madison St., Chicago, Ill. 





We manufacture a line of Men’s and Boys’ dress shoes and oxfords at pop- ASS* jee Po ular priced line ot Rho 
ens oveity joes wi an ¢ blis: 


ular prices. A new line will be ready after January Ist. trade, is desirous of lining up with a live wire 
Buffalo resident salesman for New York State, 
Address D-870, 


F. M. Smith Shoe 286 Mil: i isconsi traveling f Uti rth. 
Co., waukee St. Milwaukee, Wisconsin traveling from Uticn, sorth. Address 166. 


Boston, Mass. 











Py . ~ LESMAN for South Carolina and Western 

Real Opportunity for Side Line Salesmen S*North Carolina. Must reside on territory 

and travel by auto. Children’s and Women’s 

To Sell Green Juvenile Welts and Greenflex Welts, McKays and Stitchdowns. Large stock 

department. An oe basis. Address D-865, 

We have added to our In Stock Department twenty fast selling staple styles lng ony Shoe Recorder, 80 Federal St., 
in Infants, Children’s, Misses’ and Growing Girls’ Welts—in addition to our 

ALESMAN WANTED for Missouri 


Greenflex lines. Salesmen must be able to satisfy us as to their ability and S pray me ok yg lps a a 
character, with full details accompanying application. We pay 6% commis- to carry as a side line popular priced Ladies’ 
: a in stock. Strictly commission basis. 
= Egy ty leg EO A 
The following States are open: Arkansas, Colorado, Kansas, Kentucky, Minne- references in fr Ave., St. Louis. Missouri.” 
sota, Missouri, Nebraska, Oregon, Oklahoma, Tennessee, Washington, West W ANTED A salesman, es partner who rm 
Virginia, Wisconsin. a a ‘ollow: : es a Fm pve 


GREEN SHOE MFG. CO., 960 Harrison A Boston, Mass. 
= a ny Mass. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 











New Spring line now ready. 


Salesmen with established trade for the following territories: 


1. Hudson River to Albany 
2. West Virginia and Ohio 
3. Virginia and Kentucky 


to represent New York’s Children’s Shoe Headquarters stocking over 250 
styles in Turns, Stitchdowns, Welts, from First Steps to Misses’ 
Good commission basis with drawing account after results are shown. 


Write full particulars in first letter which will be held in strict confidence. 


H. MALKIN’S SONS, 150 Duane St., New York City, N. Y. 


Sizes. 











SALESMEN WANTED 


By the livest and fastest e rowing ‘‘In- 
stock’’ house in America, ave several 
very desirable territories open for sales- 
men with established trade for a fast 
selling line of ‘‘Extreme’’ women's —_a 
shoes in stock to retail at $4, $5 and =. 
Strictly commission basis. Only 

with established trade need eel. 


WM. MARKS SHOE CO. 
1406 Washington Ave., 
St. Louis, Missouri 


SALESMEN WANTED 


East and West Texas, Wisconsin, Mis- 
souri, Louisiana, Arkansas, Mississippi 
and Georgia available January Ist, for 
men with established trades ‘for line out 
of St. Louis. Must have ability. Wom- 
en’s novelty shoes to retail at $4.00, 
$5.00 and $6.00. Prepared to make im- 
mediate shipments. Salesmen employed 
strictly commission basis. Furnish ref- 
erences. Address D-883, care Boot and 
Shoe Recorder, 1627 Locust St., 
St. Louis, Missouri. 

















WANTED 


Salesman experienced in selling a high 
grade line of men’s shoes, to cover 
Minnesota and North and South Dakota. 
Salesman acquainted on the territory 
preferr 

NUNN, BUSH & WELDON SHOE CO. 
Milwaukee, Wisconsin 











W ANTED—Live wire salesmen with estab- 
lished trade, for fast selling line of In- 
fants’ and Children’s Turns and Welts. Sev- 
eral territories open. Spring line now ready. 
In Stock proposition and 100 per cent ship- 
ments. Straight commission. State full par- 
ticulars in first letter. Address D-868, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, Y. ; 


beens ge meee WANTED to sell line of_men’s 

boys’ Goodyear Welt Shoes in City of 
fs and surrounding towns. Apply to 
G. P. Crafts Co., Inc., 162 Duane St., New 
York City, N : 








WANTED—By long established manufacturer, 
changing from wholesaling to retailing, side 
line salesmen for every state, to carry a line 
of hand-made kid ballet slippers. Shoes are 
best quality material and workmanship. Popu- 
lar prices. Commission ten per cent. Address 
D-882, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





WANTED—Salesmen to carry manufacturer’s 
line of two samples representing a chil- 
dren’s line of shoes and oxfords in stock in 
sizes 3 on up to size 11. A good solid shoe at 
reasonable prices. Can be carried with non- 
conflicting lines. References required on ap- 
lication. ROHRER & COMPANY, Orwigs- 
urg, Pennsylvania. 


SALESMAN to carry side line of imported 

cut steel and rhinestone shoe buckles. State 
full particulars. Address D-878, care Boot and 
an a er 239 W. 39th St., New York 
ity, N 


ANTED—A salesman who has a good fol- 

lowing in Louisiana and Mississippi, to sell 

Women’s Fast and Snappy In-Stock Line of 

Shoes at popular prices. A hustler cannot fail. 

Commission only. Other Southern Territory 

—-. References necessary. F. L. Doerr Shoe 
, St. Louis, Missouri. 





SALESMEN WANTED for the | first of Janu- 
ary to carry a line of high grade mules and 
boudoir slippers in conjunction with a high 
grade line of ladies’ shoes, or to carry our line 
—— No advance. Strictly on seven 

cent commission basis. Call or write. 
Sabsco Shoe Co., 89 Atlantic Ave., Brooklyn, 








POSITION WANTED 





POSITION WANTED—Shoe Buyer or De- 
Bi 


artment Manager. Man of fifteen years’ 
experience men’s and women’s better grade 
shoes. My experience covers the shoe game 
from the ground up. Chicago, St. Louis and 
Kansas City experience. A No. 1 references. 
Address D-843, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 


AVAILABLE Jan. ist. Shoe Buyer and top- 

notch promotional Manufacturer for large 
department store or chain of shoe stores, in 
Chicago or within 400 miles. Expert system, 
control, production. Modern methods. All 
grades. Will increase sales and profits. 20 
years’ experience. W. D. R., 1216 No. Clark 
St., Chicago, Illinois 





Le WANTED for CALIFORNIA or 
SOUTHERN CALIFORNIA—10_ years’ 
experience with California trade; want popular 
price ladies’ novelty line; also popular price 
boys’ line. Address D-881, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


LINE WANTED—Ladies’ medium price nov- 
elties in stock. Shoes for Southern terri- 
tory. Address C. M. W., Windsor Hotel, 
Nashville, Tennessee. 


INE WANTED— A-1 Salesman who has en- 
joyed a substantial business in the middle 
west the past fifteen years. Open Jan. first 
for line of ladies’ Novelty Shoes. Address 
D-874, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 








WANTED—F ast selling shoe line for Long 
Island, ten years’ selling experience. 

dress D-875, care Boot and Shoe Recorder, 80 

Federal St.. Boston, Mass. 


POPULAR price Women’s “Novelties wanted 
by live wire salesman for Oklahoma. Best 

reference. Address D-876, care Boot and Shoe 

Recorder, 80 Federal St., Boston, Mass. 


LINE WANTED on commission basis. Sales- 

man, with 16 years acquaintance among 
the better shoe merchants in New York and 
vicinity, desires good line of either men’s, wom- 
en’s or children’s shoes. Best references. Ad- 
dress D-858, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 


SHOE | line wanted by road salesman. Fifteen 

years’ experience from Mississippi River to 
Pacific Coast. Address D-861, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


LINE WANTED—Ladies’ Corrective or Nov- 

elty shoes for Western Massachusetts and 
Connecticut. Eight years’ experience in that 
territory. Best references. Address D-863, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 














FOR SALE 








Shoe factory located in Brooklyn, 
New York, now operating, modern 
in every respect, making turns and 
welts. Owners retiring. Wonderful 
opportunity, terms reasonable. Ad- 
dress D-879, care Boot and Shoe 
Recorder, 80 Federal St., Boston, 
Mass. 











FOR SALE—An established shoe store of 19 
years, in a town of over 17,000 and having 
a drawing of 10.000-15,000 population. Cen- 
tral business location. Retiring from business. 
Store and dwelling can be leased by March Ist. 
Further information can be had by writing or 
applying to-The Factory Shoe Store, 121-23 
West Centre St., Mahanoy City, Pennsylvania. 


Pye THOUSAND PAIRS AT $.25 PER 
R — Infants’ Elk Leather Soft Sole 
Shoes Sizes 1 to 5. Call, wire or write for 
samples. Also booklet on our regular order. 
Moccasin Mfg. Co., 344 Broad St., Lynn, 
ass 


THs Retail Shoe Business must be sold be- 
~ fore January first. About $7000 proposi- 
tion, but cash will talk for quick action. Write 
ALDERDYCE, Realtor, Battle Creek, Michi- 
gan. 











MISCELLANEOUS 








ALESMEN WANTED —To carry Carpen- 
ter’s well known side line of infants’ shoes, 

soft Soles and “Self-Starters.” The repeat 
line that means larger commission checks. 
Some good territory open. Ten per cent com- 
you know how to sell infants’ 

ite. Samples ready January first. 

The Carpenter Shoe Co., Inc., Rochester, N. Y. 





WANTED—Live wires to carry our side line 
of infants’ shoes, consisting of soft soles, 
cushion soles, and the intermediate “Self- 
Starter.’”’ Good territory open, ten per cent 
commission. If interested, give details in first 
letter. C. H. Hawkes & Son, Rochester, N. Y. 





SALESMAN to cover New York, Brooklyn 
and Connecticut, only experienced. Address 
0-880, care Boot and Shoe Recorder, 80 Ted- 
eral St., Boston, Mass. 


WANTED TO PURCHASE 


WANTED—Shoe Store in New York or vicin- 
ity. Must be paying business. Address 
D-873, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 








FOR LEASE 





LADIES’ shoe department in the leading 
ready-to-wear store in a town of about 
25,000 population located in Indiana. Hundred 
per cent location. Exceptionally fine opening 
for good shoes. Address D-859, care Boot and 
an a: 239 W. 39th St., New York 
ity, N 





LET THE POSTMAN HELP YOU 
SELL 


Sell direct through the mail to your customers 
and prospects with Multigraphed Letters. 
Price List and samples of Multigraphed 
Letters on request. CAROL & CO., 132 Nassau 
Street, New York, N. Y. 








The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible 
source of information as to where and what 
to buy. They are worthy of your closest 
attention. 
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MERCHANTS’ NEEDS 
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conditions. 
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placing your order 


Milbradt 


PEL AAG 
RAE oS 


2416 No. 10th Street 
ST. LOUIS, MO. 








Made for 40 years 
by the original iu- 


Made in all styles 
to suit any shelving 


Get our price before 


Manufacturing Co. 






















wren, Sor See ae Window Fabrics 
and Window Valances 


THE HECHT FIXTURE CO. 
283 South Wells St. CHICACO 


THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trede Mark Reg. U. &. Pat. Off.) 


MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 

RETAIL SHOE 

STORES USE 

No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple y 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 










— =, 





































WINDOW 
DISPLAY FIXTURES 
Made 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Of.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 

















Window 
Decoration 


We will now serve our 





Patrons with a new line of 





the most attractive Imported 
and Domestic Roll Papers, 


etc., in season. 







Also Maker of 
Artistic Price and Sale Tickets 
Samples mailed free on request 


Emil Rublack 
Originator of Designs 
140-142 West Broadway 
Established 1903 New York { 

















































H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 
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The BACKBONE 
of the Shoe ~~ 


J, as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


The Crawford Nhank 


One end of the Crawford Shank © 
is slotted and fitted around a split 

rivet so that it will slide back and \ 

forth as the weight of the body Loseuit nf 


is applied and removed from the Leahey ites ELONGATED SLOT 


PERMITS SLIDIN 
ACTION ° 


foot, yielding just enough, under 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


U/C 


O TRUSS 
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The Boot and Shoe Recorder 


In this Issue— 
Fap INFLUENCE FOOTWEAR 


A SHOw WHICH HELPs TO SELL.... 
eee of Costumes to Give 
Merchandising Aid to Retailers. 


Boupom PIECES IN THE WINDOW... 
A Charming Trim. 


PLAYING WITH THE Doctors 
Here’s a Man Who Sells as Many 
as 200 Pairs of Prescription Shoes 
a Month. 

THE VOICE OF THE RECORDER 


FIRST IN THE FIELD 
More Than Time Needed to Beat 
Competition. 

Boston SHOW OPENS 

O. P. I. (OTHER PEOPLE’s IDEAS)... 
Money Making Tips. 

MAKING IT PLEASANT TO Buy Foor- 


Famous Last Worps 


StyLe ATTRACTS TRADE 
Comfort Keeps It. 
WuHo’s WHO SELLING SHOES ON THE 


RoabD 

News of the Travelers. 
SHOE MERCHANT NEWS 
SHoe MARKET NEws 
OTHER REGULAR FEATURES. 


Freakishness Often Leads 


At Chicago 
Easy to Adapt 


Stein of Pittsburgh 


Opinions of the Editor 
OE ovina ccd tun ose ew'sct 26 


January 2 
By Harry R. Terhune 


How A. J. Pauly Does It 


Says Harry Locey 





GETTING MORE 
SHOES SOLD RIGHT 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, Boston, MAss. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Treasurer 
H. WALTER SCOTT 
Vice-President 


ARTHUR D. 
Secre 


Directors of the 
the above-named o 


. PRARSON 
& Cun A. THOMAS 


Huexu M. Bowun Pp. M 
CHARLES H. FuURBER 


GEORGE W. R. HILL 
Vice-President 
B. C. BOWEN 
Vice-President 

ANDERSON 

tary 

ration, in addition to 

are as follows: 


R. L. Sewarp 








SUBSCRIPTION RATES 


subscription price of the 
qoctage in the United States, its 
America (excepting 


Boor anp SHos Recorpme is $3.00 for one year, which includes 
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A buying guide to 
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BOOTS AND SHOES 


Air-O-Pedic Shoe Co., Boston Mass 


Bancroft Walker Co., Boston, Mass 
Berkshire Footwear Corp., Hollister, Mass. 56 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 55 


Blue Ribbon Shoemakers, St. Louis, Mo., 
Front Cover 


Blog Shoe Co., New York City 
Bond Shoe Co., New York City 
Brooks Shoe Mfg. Co., Phila., Pa 


Burkley Shoe Co., Brockton, Mass 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Cohen, Samuel, Shoe Co., Boston, Mass.. 54 


Commonwealth Shoe & Leather Co., Whit- 
man, 52 


Elam, F. 8., Shoe Co., Rochester, N. Y... 56 
Emerson Shoe Mfg. Co., Rockland, Mass... 52 


Freeman-Thompson Shoe Co., St. 


Gold Seal, New York City 
Goodyear’s I. R. Glove Mfg. Co. .......... 42 
Greeley, A. W., Co., Haverhill, Mass 


Heywood Boot & Shoe Co., Worcester, Mass. 
3rd Cover 


Johnson, Stephen, & Shinkle Shoe Co., St 
Louis, Mo. 2nd Cover 


Minor, P. W., & Son, Inc., Batavia, N. Y.. 8 
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Our Advertisers in this Issue AC ext @Meek 


Reynolds, Bion F., Brockton, Mass FINDINGS AND SHOE STORE SUPPLIES 
Richards & Brennan Co., Randolph, Mass. 52 you will find 


Riemer, A. H., Shoe Co., Milwaukee, Wis.. 53 Senet Gai i Die Mma... 8 ie ‘in 
Roth & Rosenberg Shoe Co., Phila., Pa... 54 


C. Ly & Con, Ine, Worcester, Boot and Shoe 


Selby Shoe Co., Portsmouth, Ohio 
Smith, Wm. Sumner, Chicago, Il 
Stacy-Adams Co., Brockton, Mass Hecht Fixture Co., Chicago, Ill 

Swan Shoe Co., Baltimore, Md Heywood-Wakefield Co., Wakefield, Mass. 60 


Truitt Bros., Inc., Binghamton, N. Y Kawneer Co., Niles, Mich 


United States Shoe Co., Cincinnati, O Milbradt Mfg. Co., St. Louis, Mo 


United States Rubber Co., New York City.. 3 
Rublack, Emil, New York City 


Segall & Co., Philadelphia, Pa 


D OTHER MATERIALS 
ey Whiteher, Frank W., Co., Boston, Mass... 60 


bb Co., Brockton, Mass 
porate iat ahd re HIS is the famous and always- 


expected Pre-Convention num- 
ber of the Boot & Shoe Recorder, 
carrying the message of merchan- 
dise to the merchant, so that when 
he comes to market he will be fa- 
vorably minded towards your 
goods. He will know more about 
4 | Meyer, Frank C., Co. “* , you if he has been previously told 
ie 4 60 
in the printed page of what you 
can offer him, for his profit, in the 
National Shoe Retailers’ Association, Chi- entire year to come. 
: cago, Ill. ° We take a mental leap forward 
Ohio Leather Co., Girard, Ohio in this, our final issue of the year. 
Industry will therein survey its 
future opportunity. We ask lead- 
ers in industry to tell us what may 
happen in the next three years, for 
in that simple span as much pro- 
MACHINERY, LASTS, MFRS. SUPPLIEs, | &TeSS will be condensed as in the 
Standard Kid Co., Boston, Mass DRESSINGS, ETC. past decade. “As a man thinketh, 
so is his opportunity,” and “as a 
Beckwith Mfg. Co., Boston merchant buyeth” paraphrasing 
West Virginia Pulp & Paper Co., New olomon, “so is his mind.” 
York City 56 P A new spirit of selection of foot- 
Cahill Carton Co., Harrisburg, Pa ‘cael i 
wear is in the mind of woman, and 
it is necessary for the shoe man to 
Fenkart & Sons, Inc., Union City, N. J.. 53 | step into the future with an un- 
derstanding of the use of the goods 
and services he supplies. 


Creese & Cooke Co., Boston, Mass MISCELLANEOUS 


Exvort Surplus Purchase Ce., Ine., 
Evans, John R., & Co., Camden, N. J... .14-15 Yor' 


Goodrich, B. F., Rubber Co., Akron, Ohic. 
Graton & Knight, Worcester, Mass. .3rd Cover 


ar 9 Publishers Corp., 


SHOE ORNAMENTS Providence Braid Co., Providence, R. I...+ 1 


HE style picture of the best 
Shee Hardware Co., Waterbury, Conn and newest things for Spring 
and Summer, as a guide to mer- 
. a chants going to market, and in a 
oe Sar Abies 56 | United Fast Color Eyelet Co., Boston, |= | buying mood in their own stores. 
The newest thoughts in fashion, 
clearly stated, so that the impulse 
to select now will be encouraged, 
to give the men, women and chil- 


h-i- a dren of this country desirable shoes 
wate Koh-i-noor, Inc., Long Islan y, : 
Veith, A. & H., Inc., New York City ag tpappiate Siownapenciveetettedcrel 34 for Spring wear. 


Cracovaner, New York City 


Maison Mann, Inc., New York City 
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HERE is a VULCO-UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 
BECKWITH MANUFACTURING COMPANY 


Largest Manufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. Se: Louis, Wricut Gunman Co. Cincinnati, Geo. A. SprinGMEIER 


yen = emma prema = 
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